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We asked the 161 members of our Leaders’ Assoct- Y Finds programming, family protection, 


ation to help us compile some statistics, and from and business insurance his most popular 


these we determined that... sales appeals. 


Makes 17 face-to-face calls a week to get 


seven business interviews. 
AVERAGE LEADER 


Is married and has two children. 


Va Completes his average sale in two calls. 


Forecasts the life insurance business in 
Owns his own home and has a college 1950 to be “As good as, or better than, 
degree. last year”’. 


Owns $60,000 of personal life insurance. 
In New England Mutual, a “'Leader”’ ts a career 


Is 44 years old and has been with New —ynderwriter who sold $500,000 of life insurance, or 
England Mutual since 1938. 
more, during the past year. In the insurance industry 


Made 71 sales last year, for a total of as a whole, a Leader is a man to be respected for his 
$803,000 of life insurance. success in the business of selling security to America. 
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Life Insurance Company of Boston 
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It’s a beautiful house, just what Bill 
and Mary Barclay always wanted. And 
now, finally it’s all theirs .. . every part 


of it—including the mortgage. 


It’s the thought of the mortgage 
that keeps Bill up nights, making him 
a prisoner of his own fears. Suppose 
he were to die before the house was 
paid for. Then Mary and the children 
would have to give up the home they 


love so much. 


If Bill Barclay only knew it, he 
could get rid of that mortgage worry 
tomorrow with a new low cost Union 


Central Mortgage Protection Policy. 


Yes, for a premium of less than $50 
a year, a man of 35 can protect a 
$6,000 fifteen-year amortization mort- 
gage. That’s how low in cost such a 
policy can be. What’s more, he doesn’t 
even pay premiums for the full du- 
ration of his mortgage. He pays all 
the insurance on the mortgage years 
before the mortgage is paid off. But 
his mortgage protection continues in 
force until the mortgage is entirely 


paid. 


The Mortgage Protection Policy is 
low cost for two big reasons: 1—be- 
cause the face value of the policy goes 
down as the mortgage goes down, and 


2—hecause it doesn’t try to take care 





Who put the bars on Mr. Barclay’s house? 


of everything. It just takes care of 
protecting the mortgage and charges 


only for that one job. 


A Union Central Mortgage Pro- 
tection policy makes certain the family 
will inherit a home...not a mortgage. 

% od & Sod 

The Union Central agent has a plan 
to meet every life insurance need. He 
has contracts ranging from Non-Con- 
vertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can pro- 
vide the finest possible life insurance 
coverage for applicants from birth to 


age 65, inclusive. 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 
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Tells Companies 
Project to Forecast 
Demand for Funds 


O'Leary of Life Insurance 
Assn. Addresses Wis. 
Commerce Conference 


Two studies sponsored by Life In- 
surance Assn. of America and designed 
to shed light on the vital problem of 
the future demand for capital funds 
were described by Dr. James J. O'Leary, 
director of invest- 
ment research of 
L.LA., at the gold- 
en jubilee com- 
merce conference 
of University of 
Wisconsin. 

There are two 
schools of eco- 
nomic thought 
with respect to the 
long-range future 
demand for capital, 
said Dr. O'Leary. 
At one extreme 
there is the “ma- 
ture economy” 
school, which holds that we will soon 
again face the difficulty of an inade- 
quate volume of invesment outlets to 
absorb the huge volume of savings 
generated at high employment, and the 
“new era” school, which holds that as 
a result of the recent war there is an 
entirely different economic _ situation 
which promises an enormous volume of 
investment outlets to absorb savings. 


Both Short on Facts 


J. J. O'Leary 


The important thing to note about 
these two divergent views said Dr. 
O'Leary, is that neither group has 
much real factual basis to go on. Both 
base their outlook largely on specula- 
tive grounds. 

One of the L.I.A. sponsored studies, 
“Savings and the American Capital 
Market,” is being carried out under the 
direction of Dr. Raymond W. Gold- 
smith, formerly chief of the research 
section of the securities and exchange 
commission and will cost about $140,- 
000. The other, “Capital Requirements 
in the American Economy,” is being 
conducted by Dr. Simon Kuznets of the 
National Bureau of Economic Research. 
L.LA. is presently committed to a 
grant of $200,000. 

Describing the Goldsmith report, Dr. 
O'Leary said the purpose was to present 
the most accurate picture possible of 
the total flow of savings through the 
various channels into investment, year 
by year, during the course of the first 
half of this century. It will provide a 
large number of series on annual sav- 
Ings in our economy, a survey of con- 
sumer spending and saving during the 
last 20 vears, estimates of national 
wealth at various dates and how this 
wealth has been held at various points 
of time during the first half of the 
century, and institutional changes which 
have taken place in the first half century 
in the functioning of the capital mar- 
ket, such as the shift from public dis- 
tribution of securities to direct place- 
ments. 

The Kuznets project is designed to 
shed light on the demand for capital 
tunds from all sources during the next 
decade or more. The job will be a dif- 








N. Y. Department 
to Revise “T” Rate 
Loading Formula 


A new formula for determining mini- 
mum group life premiums will shortly 
be promulgated by the New York de- 
partment, presumably by July 1, when 
companies will change over to the CSO 
table at 3% from the American Men at 
342%. The new ruling will ease rate 
restrictions on group companies entered 
in New York and improve their com- 
petitive position with non-New York in- 
surers. 

The department is still weighing sta- 
tistics and no final decision on a new 
loading formula has been reached. It 
is understood, however, that the formula 
being considered will call for 10% of 
net premium plus a constant near $2 per 
$1,000 for smaller cases, graded down- 
ward for larger cases. The present for- 
mula is $1.70 per $1,000 plus 614% of 
the gross premium. 

The switch from the 
net premium basis is to 
ducing constant factor in the rate. Ex- 
penses are proportionately higher on 
small cases than on large cases. Ex- 
pense loading, unless graduated down- 
ward as the case increases, becomes 
redundant. 

The New York department initiated 
the change in. the formula to reduce 
rates but companies entered there are 
equally interested in a new formula for 
out of state competitive reasons. 


gross to the 
provide a re- 


Lower Premium on Big Cases 


The proposed scale is said to be very 
close to the old “T” rate scale for normal 
age distribution but by reducing the con- 
stant expense factor it will result in an 
over-all lower premium on large cases. 

The CSO table has much lower mor- 
tality rates at lower ages than the Amer- 
ican Men table but it is balanced by 
higher premiums at the older ages. The 
interest element is of minor importance 
on term insurance. 

The new formula is thought to be 
satisfactory for the average case. It 
won't stop rate deviations, however. Ap- 
parently non-New York companies will 
still have some advantage on smaller 
cases. Companies don’t want to sub- 
ject themselves to poor experience on 
smaller cases anyhow. 

The “T” rate is not always decisive 
on big cases where employers are not 
interested in the initial rate alone. They 
know it may change at the end of a 
year and that eventually their costs 
will equal claims plus expenses. The 
“T” rate is frequently very impressive 
in smaller cases. 

At a New York department hearing 
last week spokesmen for a number of 
group writing companies entered there 
expressed their views on the new 
formula, 





ficult and complex one. One of the 
most important phases will be to deter- 
mine what factors had led to invest- 
ment in the past, such as population 
growth, the migration of population 
and industry, new inventions and other 
factors. Having measured the respec- 
tive strength of these factors, an ef- 
fort will be made to apnraise the 
strength of these and possibly new 
factors in coming years. 

Dr. O’Leary said that with the find- 
ings of these two projects the life in- 
surance business should have some 
guidance on the problem of whether 
in coming years the demand for capital 
funds will be sufficient at something 
like present interest rates to absorb 
the total supply available at high na- 
tional income levels. 


Foes of Exclusive 
State Fund Get in 
Licks in Mass. 


Arthur D. Cronin of the Kaler, Car- 
ney, Liffler & Co. general agencv of 
Boston, testifying at a Massachusetts 
hearing against the majority report of 
the legislative recess commission on 
cash sickness insurance, declared that 
this report was in part “lifted verba- 
tim” from federal documents and is “a 
piece of propaganda.” The majority 
report recommended temporary dis- 
ability benefits legislation in Massa- 
chusetts with a monopolistic state 
fund. 

Mr. Cronin entered vigorous dissent. 
He charged that the majority report is 
propaganda for the federal security 
board. He went on to charge that la- 
bor is wedded to a philosophy which 
calls for progressive control over the 
personal life of individuals. “They find 
it necessary to use the state for this 
supervision and the insurance business 
just happens .to be in their way.” He 
contended, however, that the average 
workingman does not want to put the 
state in competition with private busi- 
ness. 


C. of C. Opposes Any Move 


Paul C. Reardon, general counsel 
for Boston Chamber of Commerce, 
said his organization is opposed to any 


cash sickness legislation at this time. 
Mr. Reardon declared the program 


would further shrink the profit margins 
of business, discourage expansion and 
impair the capacity to provide employ- 
ment. He said it would hurt small 
business especially. The worst feature 
of the plan, he went on, is the injec- 
tion of the state into the private busi- 
ness field and on a completely monop- 
olistic basis. 

Rep. Newton declared “if you social- 
ize the insurance business, it is only 
a step to socializing everything else.” 
Rep. Whitter advocated that the state 
straighten out the unemployment com- 
pensation fund before it tries to run 
another one. Edward F. Connelly of 
Associated Industries of Massachu- 
setts said industry is opposed to any 
state fund of any nature whatsoever. 

At an earlier hearing when the par- 
tisans of the majority report had an 
inning, Rep. Umana, a member of the 
commission, cited the California ex- 
perience, in arguing for a monopolistic 


fund. In California he said the insurers 
seek out the better risks while the 
state fund gets most of the poorer 


lines. To this Rep. Chapman retorted 
that this actually constitutes the best 
argument for not having a state fund 
since business men know best where 
to place their money—they take the 
best risks. He disputed the claim that 
the state could operate the program for 
half the cost of private insurance. 
When private industry is doing a good 
job, he declared, it is not the duty of 
the state to step in and take it away 
from them. 

Pleads for Competition 


Rep. Vaughan predicted that unless 
there is at least competition, the state 
fund would be in a worse mess than 
it is under unemployment compensa- 
tion. There is bound to be trouble so 
long as the people handing out the 
money are not the ones paying in the 
money. : 

Kenneth J. Kelley, legislative agent 
for Massachusetts Federation of La- 
bor, declared that the state can admin- 
ister the fund for a maximum of 6% 
whereas “insurance companies now do- 
ing this kind of business pocket from 
40% to 50% as overhead and profits.” 


Gorman Stakes 
Out Anti-Trust 
Danger Zones 


Former Justice Dep't Man 
Addresses Assn. of Life 
Insurance Counsel 


WHITE SULPHUR SPRINGS — 
Insurance companies may freely and 
readily exchange factual data with re- 
spect to pending claims and may co- 
operate in the obtaining of such data 
without running 
afoul of the fed- 
eral anti-trust laws 
but must act inde- 
pendently in the 
actual settlement of 
claims, in the opin- 
ion of Manuel M. 
Gorman, assistant 
counsel Life Insur- 
ance Assn. of 
America, who ad- 
dressed the Assn. 
of Life Insurance 
Counsel meet- 
ing here this week. 

Mr. Gorman, a 
former member of the anti-trust staff of 
the Justice Department, said that in the 
joint handling of claims, exchanges of 
information regarding actual or pro- 
posed action fell within the danger zone. 

“Obviously, action in concert designed 
to bring about similar action by all com- 
panies interested in a given claim would 
be even more dangerous,” he said. “It 
is possible to spell out a theory, perhaps 
a somewhat attenuated one, of price- 
fixing where there is common action or 
agreement with respect to the settle- 
ment of a claim. At all odds, it ap- 
pears to me that the dangers inherent in 
such a practice are such as to render it 
highly inadvisable.” 





M. M. Gorman 


Diversity of Thought 


Mr. Gorman said that from time to 
time life company counsel have indi- 
cated to him that there is considerable 
diversity of thought as to the permiss- 
ible scope of exchanges of information 
and joint activity with respect to claims. 
He said there are of course on adjudi- 
cated cases bearing directly on this sub- 
ject and in addition the traditional con- 
cept of marketing is not fully applicable 
to the disposition of claims, since these 
may be said to involve the settlement of 
a contractual obligation rather than a 
sale in the normally accepted sense. 

Thus it is difficult to approach all 
phases of these procedures in terms of 
absolutes. Nevertheless, Mr. Gorman 
said he thought he could indicate with 
some assurance an approach’ which 
would be within the zone of safety. 

It seems to be quite clear, he said, 
that the exchange of factual data de- 
signed to facilitate the unilateral han- 
dling of claims by the individual compa- 
nies is unobjectionable. Undoubtedly 
such information, even if acted upon in- 
dependently, may in some cases bring 
about a relatively uniform action by a 
number of companies with respect to 
a given claim. Such action, however, 
would be based solely upon the indi- 
vidual discretion and judgment of each 
company. 

Such information, he said, may also 
be likened to credit information and in- 

(CONTINUED FROM PAGE ®) 
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ASSN. OF INSURANCE COUNSEL MEETING 





Lawyers Discuss How to Improve 


Clarify Agents’ Contracts 


WHITE 
An item that might be considered im- 
portant and troublesome but which ap- 
pears to be ignored in many agency 
contracts is a provision for the payment 
of commissions on changes in plan, re- 
placements and conversions, said John 
J. Magovern, Jr., associate counsel Mu- 
tual Benefit Life, at the spring meeting 
of the Assn. of Life Insurance Counsel 
here. 

Mr. Magovern was the lead-off speak- 


er of the Monday morning session 
devoted to an analysis of the agency 
contract and its variations. Other 


speakers were Daniel P. Cavanaugh, as- 
sociate counsel Aetna Life, and Hugh 
S. Campbell, counsel Phoenix Mutual 
Life. 

They studied 15 representative full- 
time contracts. Ten of them were of 
companies licensed in New York, of 
which five were manager companies and 
five general agency companies. Of the 
non-New York admitted companies two 
were manager and three general agency 
companies. 


Disregarded by Six 


Mr. Magovern, in discussing commis- 
sions on changes in plan, replacements 
and conversions, said that six of the 15 
companies disregard these items and two 
merely provide that commissions will 
be payable in such instances in accord- 
ance with company rules. Of the 11 
contracts which provide for commis- 
sions on reinstatement after a policy has 
been in default for a specified period, 
seven make the commission payable to 
the agent procuring the reinstatement, 
while four provide that the original 
agent, if still under contract and pro- 
curing the reinstatement is entitled to 
the commission. 

Mr. Magovern noted that 14 of the 15 
contracts examined clearly stated that 
the right of the agent to commissions 
would cease after a policy had been in 
default for a specified period, and that 


this oblique approach may very well 
give the companies wide latitude in 
meeting a situation that is somewhat 


clouded. 

Eight of the contracts stipulate that 
no commissions will be payable in re- 
spect to a policy which replaces one 
lapsing within a given time after issu- 
ance of the second contract. Another 
states that commissions in such cases 
will be subject to company rules. The 
others make no reference to such a situ- 
ation. All contracts provide that in the 
event of a policy being canceled by the 
company the agent will have to repay 
any commission that might have been 
paid to him. 


Disability Waiver Effect 

Only two contracts affirmatively pro- 
vide that the agent is to receive com- 
missions where premiums are paid by 
loan, while no company agrees to pay 
commissions on premiums waived under 
disability. 

All contracts provide vesting of re- 
newals on the agent’s death and 11 vest 
them in case of disability, but only nine 
arrange for vesting on the agent’s re- 
tirement. 

The study did not cover amounts of 
commissions paid by the various com- 
panies. 

Mr. Magovern said that he suspected 
that a number of the provisions dealing 
with an agent’s appointment and au- 
thority, and particularly their limitation, 
reflect individual difficulties which the 
various companies may have met rather 
than any over-all approach under the 
law of agency. In the field of services 
and operations, most of the contracts 
make a practical approach. It is true 
that the problem of employment has 





SULPHUR SPRINGS— proven vexatious and will probably be- 


come more so, but on the whole the 
contracts present a workable arrange- 
ment. 


AID CAREER AGENTS 


As to compensation, the provisions 
clearly point toward the development 
of career agents but “the compensation 
arrangements, however, are so many and 
varied that one may wonder how thor- 
oughly the individual agent understands 
his rewards for services.” 

At the same time it seems that the 
companies have made efforts toward 
clarity and understanding of the entire 
contract if not simplication. There is 
an evident need, he said, for progressive 
coordination in the realm of pension or 
retirement benefits for agents and their 
integration with over-all compensation. 

From the standpoint of expense, Mr. 
Magovern wondered if the complex com- 
mission arrangements and the proced- 
ural details of operation could not be 








simplified. He also stressed the need 
for planned draftsmanship of agency 
contracts. 


Leveling Post-Mortem Accruals 


Mr. Cavanaugh devoted much of his 
discussion to the possibilities of offering 
agents an option, to be elected prior to 
death or retirement, under which com- 
missions accruing after death or retire- 
ment, instead of being paid out on the 
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A LOOK AT THE FUTURE 


It has been said that if a man could foresee the future even one 
day ahead he could make a fortune. We cannot know whether 
this is true or not. We do know, however, that it is possible for 
a man to foresee the future in a limited sense, and thereby to 
secure whatever fortune he might have. 


If a man buys ordinary property today and pays, say, $10,000 
for it, he cannot tell what it will bring when the time comes for 
him to cash in on it. If that times comes when the tide of infla- 
tion has surged to a still higher crest the property might bring 
him $15,000 dollars; if the time comes at a period of deflation, 
the property may bring $6,000 or $8,000. 


In fine, the whole investment is a double gamble — both as to 
the time of liquidation and as to the payoff. 


On the other hand, if the same man buys $10,000 worth of life 
insurance today he knows that it will be worth $10,000 when the 
contract matures. He also knows that whenever the payoff comes 
it will be at the time of greatest need for himself or his family. 


What are we selling? —A sure look into the future, a solid 
mooring-post in a bobbing sea of uncertainty. 


Insurance in force April 1, 1950—$440,273,724 


normal diminishing basis, would be paid 
out in level amounts over a period of 
years in monthly installments. A con- 
dition would be that if the accrued 
commissions on any installment date 
amounted to less than the agreed fixed 
installment, then only the amount actu- 
ally accrued would be paid. The option, 
if elected, would be irrevocable after the 
agent’s death or retirement. 

This arrangement, already in limited 
use, would have the advantage of a more 
even income and of keeping the pay- 
ments out of the higher income tax 
brackets, Mr. Magovern pointed out. He 
admitted that the internal revenue bu- 
reau might demand taxes on the accrued 
amounts but cited cases to indicate that 
such an attempt would fail. 


Good Faith Only Basis 


Mr. Cavanaugh said the only basis 
for attempting to apply the “construc- 
tive receipt” doctrine would be to at- 
tack the good faith of the installment 
payment agreement by showing that the 
parties did not intend to enforce it as 
written. If it could be shown that the 
company had, in actual practice, allowed 
the agent or his beneficiaries to with- 
draw the accrued commisions at will, 
this might be used to establish that the 
level payment amendment to the con- 
tract was not intended as a valid and 
enforceable restriction on the accrued 
commissions. But if the company’s rec- 


ords and practices established a consist- 
the level 


ent refusal to depart from 
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payment method, after election, the, 
would seem to be no basis for question, 
ing the good faith of the arrangement 
The level payment idea, in one forn 
or another, has been in use by some 
companies for many years, althoyg} 
there has been little public discussio, 
of the subject, Mr. Cavanaugh said, , 
believes the ‘companies’ reticence has 
perhaps been due less to a lack of con- 
fidence in the validity of the level prem. 
ium idea than to their reluctance to} 
broadcast a plan which could be made 
available and which would be of sub. 
stantial benefit to only a few. 


MINIMUM LIMITS 








—— 


If a company didn’t want to agree ty 
a plan except where it would substan. 
tially help the agent or his dependents 
it could set a minimum limit for jp. 
stallments, say $200 a month, with pay: 
ments not being extended beyond ; 
maximum of say 15 years. A serious anj 
possibly insurmountable obstacle as re. 
spects agents paid by fhe general agent 
rather than by the company is that the 
general agent, if reporting on a cash 
basis, could take no income tax deduc. 
tion for the accrued but unpaid com. 
missions credited to the agent’s account 
in a particular tax year, said Mr. Cavan. 
augh. Even if the general agent is on 
an accrual basis, he could not take a de. 
duction until the commissions are actu- 
ally paid, if it is held that the agent is 
his employe. 

Since the Treasury Department is u- 
willing to give advance approval to any 
arrangements which seem to embody the 
deferred compensation idea, it would be 
rash to allow agents to elect the level 
payment option except with full appre. 
ciation on their part of the possible con- 
sequences should the tax authorities re. 
fuse to recognize the option’s validity, 
Probably the worst that could happen 
is that the commissions would be taxed 
the same as though the option had not 
been elected. The risk of serious per- 
alties and interest could be avoided by 
forcing the bureau to rule on the status 
of the unpaid accrued commissions it 
the first tax year in which the level pay- 
mnet option becomes effective. 


ee 


Keeping Contractor Status 


Mr. Cavanaugh also touched on thep 
problem of maintaining the independent 
contractor status of agents where this 
is desired. He mentioned the New York 
court of appeals’ recent decision in the 
Gordon case reported in THE NATIONAl 
UNDERWRITER of May 12, as_ indicative 
of the courts’ tendency to regard trait- 
ing courses, sales meetings and the like 
as indicating an employe status evel 
though the agency contract may dis- 
claim it. 

He said that possibly one reason for 
the failure of the courts to give suff- 
cient weight to the employe status 
clause is that these contracts usually 
make no reference to many of the in- 
cidents of the company-agent relation- 
ship which the courts look into. When 
evidence of these incidents, such as 
training courses, sales plans, advertis- 
ing materials, office space and_ other 
facilities and services is produced, there 
is danger of the courts looking upon | 
them as something not covered by of 
involved in the written contract and 
therefore the court is apt to disregard 
the status clause. 

Mr. Cavanaugh thought the compa- 
nies would fare better in the use of a 
Status clause if the language were ex- 
panded to cover the intention of the 

(CONTINUED ON PAGE 24) 
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000 Attend Rally 


of Statistical 
Assn. at Boston 


G. H. Hamilton Takes 
Over the Reins 
from John Stuart 


The annual meeting of Insurance Ac- 
counting & Statistical Assn. at Boston 
last week drew a crowd of more than 
1,000 accountants and statisticians rep- 
resenting more than 450 life, fire, cas- 

valty and A. & H 
companies. 

John Stuart, as- 
sistant treasurer of 
Employers Cas- 
ualty of Dallas, 
was succeeded as 
president by George 
H. Hamilton, as- 
sistant secretary 
and assistant comp- 
troller of Phoenix 
Mutual Life. Mr. 
Hamilton is a fel- 
low of Life Office 
Management Assn. 
and last year was : 
vice-president of the life section of the 
statistical association. 
The general sessions were held in 
John Hancock Hall in the home office 
building of John Hancock Mutual Life. 
Greetings were extended by Paul F. 
Clark, president of John Hancock and 
Commissioner Harrington of Massachu- 


setts. 


H. Hamilton 


G. 


elected, each 


New vice-presidents 
having charge of a section are: Kenneth 
M. Hills, American Mutual Liability, 
casualty; W. H. Crawford, Loyalty 


group (reelected), fire; Ralph Kennon, 
Northwestern National Life, life; A. J. 
Schnese, North American Accident, 
A. & H. 

F. W. Campbell, John Hancock, was 
chairman of the Boston committee on 
arrangements. 


Reactions to Standards and Controls 


An interesting paper on “Human Re- 
actions to Standards and Controls” was 
given by John F. Glover, associate pro- 
fessor of business administration at Har- 
vard University business school. Mr. 
Glover pointed out several ways in 
which the setting up of standards, con- 


' trols, budgets, etc., can effect the morale 
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and organization of a company. — 
He mentioned a resistance to initiating 
some of the statistical man’s new ideas 
from company subordinates and_ ob- 
served that a lower-level supervisor may 
be so unsympathetic with standards set 
for his people that he will take sides 
with them against the company. 

Mr. Glover pointed out that after a 
period, the new way of doing things 
may eventually become the accepted 
way, but unfortunately for organiza- 
tional solidarity, the people up above 
can think up new and better ways of 
doing things and of measuring efficiency 
faster than the informal organization 
can assimilate them. He said that one 
danger of setting up such controls is 
that management may become “over- 
sold” and take its systems too seri- 
ously and too literally. This can bring 
about serious repercussions throughout 
the company. 

A statistician, accountant or controller 
cannot afford to ignore the human fac- 
tors involved in setting up new systems. 
This is especially true if management 
takes a literal view. The subordinates 
think management’s reaction is unfair 
and umreasonable and the enthusiasm 
over jobs is likely to be impaired. Un- 
wittingly, management may have weak- 
ened the organization rather than 
strengthened it and the people may re- 








U.S.C. of C. States Great-West Staff Fights 


Stand on Taxing 


WASHINGTON — Policies 
adopted by the U. S. Chamber of Com- 
merce include several declarations touch- 
ing insurance and related matters. With 
respect to estate, inheritance and gift 
taxes, it was declared: 

“Transfers of insurance, if taxable at 
all, should be taxed in the same manner 
as other intangible property; transfers 
by insured persons retaining no inci- 
dents of ownership should be subject to 
the gift tax only, with abandonment of 
any payment-of-premiums test.” 

Also, “liquid assets, in insurance or 
other readily realizable form, up to the 
amount of and earmarked for the pur- 
pose of discharging death taxes should 
be exempt from such taxes, and until 
this provision can be made insurance 
contracts should be subject to estate 
tax upon the cash surrender value only 
and the purely insurance part of the 
contract should be exempted the 
incidents of taxation of the net income 
of a trust should be clear and definite, 
with correction of existing confusion 
concerning the taxability of trust in- 
come as between the grantor, the bene- 
ficiary and the fiduciary; ... the inter- 
ests of employes in trusts qualified under 
section 165 of the internal revenue code 
should be excluded from the estate and 
gift taxes.” 





solve to discredit the control to the ex- 
tent of their power. 

Rodney B. Wilcox, Connecticut Gen- 
eral, was chairman of the life session. 
Speeches at this meeting were given by 
3orden R. Cutt, London Life, on “Pro- 
duction Club Credits”; Charles H. Con- 
nolly, Southwestern Life, on ‘Mortality 
Research on Punched Cards,” and Ker- 
mit Lang, Equitable of Iowa, on appli- 
cation of IBM machines to the problem 
of mortgage loan accounting. 


WINNIPEG—In the midst of the 
most catastrophic flood in Canada’s 
history, Great-West Life is maintain- 
ing all essential services to its policy- 
holders and agency organization. With 
water being pumped out of the base- 
ments of the company’s three home 
office buildings at a million gallons a 
day, the multiple talents of the staff 
have been put to the test in this 
emergency. 

The transfer of addressograph plates 
and machinery and over 600,000 policy 
files from the basement to the first floor 
was made by a “chain” of over 100 em- 
ployes who passed a total of 60 tons of 
valuable material from hand to hand. 
In less than 24 hours, normal service 
was resumed. 

Flood emergency projects and the 
work of evacuating required a large 
percentage of the staff. Already nearly 
100 members of the staff have been 
driven from their homes. Others are 
working full time with the Red Cross, 
St. John Ambulance, flood control work 
and with the reserve navy, army, and 
air force. Virtually all those engaged in 
carrying on the company’s operations 
are working on night shifts; building 
dykes, helping in canteens, and assist- 
ing in evacuation work. 

H. W. Manning, vice-president and 
managing director, has been named 
chairman of the Manitoba flood relief 
fund, which is raising money to pro- 
vide for replacement of household goods 
and personal belongings of flood vic- 
tims. Headquarters of the relief fund 
are in the company’s home office, com- 
plete with office equipment and special 
telephone lines. Oine of the earliest 
donations announced was $25,000 from 
Great-West Life toward the fund’s ob- 








insurance is the solution. 





Continuous Refresher 


Apart from the formal training the underwriter re- 
ceives he has the advantage of being associated with his 
agency. The General Agent in command is himself an 
experienced underwriter as well as manager appointed 
because of outstanding qualities of leadership and 
knowledge of the life insurance business. His trained 
experience in selling eminently fits him to give indi- 


vidual advice and counsel in any problem to which life 


The personal help the underwriter receives from his 
General Agent and supervisors amounts to day by day 
tutoring. Through frequent agency meetings the whole 
agency carries on a continuous refresher course in the 
business of life insurance and in the selling procedure. 
Through conferences and meetings the knowledge of all 


the underwriters is placed within the reach of each. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















wenty Llood, Maintains Service 


jective, which will have to run into mil- 
lions in order to do the job. 

When the army took over command 
of the flood fighting on May 6, Briga- 
dier J. W. Brice, reinsurance secretary 
of Great-West Life, was named deputy 
commander at flood control headquar- 
ters. 

The day-to-day services of the com- 
pany to its policyholders and field force 
have been maintained in spite of diffi- 
cult working conditions. There has been 
no heat in the buildings at a time when 
outside temperatures have been as low 
as 30 degrees and averaged about 40. 
Elevator service has been suspended on 
several occasions. 

The Red river, which has laid waste 
thousands of homes and has invaded 
the warehouse and business districts of 
the city, normally half a mile away, is 
now within 100 yards of the front door 
of Great-West Life. Sand-bags protect 
the buildings and a battery of pumps 
is working around the clock, keeping 
down the basement water level. 


Insure Continuing Operations 


Prompt action was taken to insure 
a continuation of the company’s opera- 
tions. A battery of reserve pumps is 
available but has not been called upon 
yet for maximum performance, which 
is around 2 million gallons a day. If 
power fails, the company’s new gener- 


,ator, rushed in from the United States, 


is ready to go into action to keep es- 
sential machinery in operation. Steps 
have been taken to have essential staff 
for priority work made available should 
the city be cut up into islands by the 
closing of all its many bridges. Many 
staff members are now required to take 
circuitous routes to work because of 
closed bridges. Others are commuting 
by train because the railway rights-of- 
way, higher than the public bridges, are 
still passable. 

The securities vault, known to be 
waterproof, was sealed for the duration 
and $12 million shipped to the east with 
two senior bond department men to 
carry out investment transactions other- 


wise prevented by clogged telephone 
and telegraph lines. 
Special Flood Committee 

A special flood committee under 


George Aitken, Great-West’s secretary, 
is working on a 24-hour basis to protect 
the home office buildings, aid Great- 
West Life families affected by the flood, 
and cooperate with flood control head- 
quarters, Red Cross and other agencies. 
Through this committee hundreds of 
flood victims have been helped in mov- 
ing furniture and valuables from flooded 
homes provided transportation when 
evacuating, and given accommodation in 
the homes of fellow employes in safer 
areas. The company cafeteria has been 
open continuously since May 8, provid- 
ing coffee, sandwiches, and hot meals 


for flood workers and evacuees. The 
club-rooms have provided a temporary 
sanctuary for many. Should the city 


water supply fail, the cafeteria has a 
reserve of 6,500 gallons of water. 

The company’s medical staff has 
given more than 1,000 inoculations 
against typhoid to staff members and 
their families, A special inoculation 
center was set up in the home office 
medical department. 

One of the few heartening aspects of 
such a disaster is the high morale that 
such an emergency creates. Girls in 
slacks and men in rubber boots issued 
more new policies last week than there 
were applications received, to be ready 
for a company-wide contest which 
opened May 15. 


Lloyd L. Grove, vice-president in 
charge of agencies of Western Reserve 
Life, Austin, Tex., was a member of a 
panel at St. Edward’s University, Aus- 
tin, which discussed the “Economic 
Functions of Selling.” 
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PACIFIC ACTUARIES 


McConney Stresses 
Value of Local 
Actuarial Groups 


The value of local and regional ac- 
tuarial organizations as forums in which 
insurance problems of particular inter- 
est in the various localities can be ex- 
plored more fully than would be pos- 
sible in the larger meetings of the So- 
ciety of Actuaries was emphasized by 
E. E. McConney, president of the So- 
ciety of Actuaries and of Bankers Life 
of Iowa, in his talk at the spring meet- 
ing of the Actuarial Club of the Pacific 
States at Hood River, Ore. 

These forums, said Mr. McConney, 
help develop the ability of the actuarial 
profession to meet the increasing range 
of actuarial problems arising from the 
rapidly expanding social ideology of the 
nation. 

Mr. McConney has now spoken at 
12 of the 15 actuarial clubs of the 
United States and Canada since his elec- 
tion as the first president of the Society 
of Actuaries. 

The underwriting of military person- 





nel has been liberalized in recent years 
to the point where some companies now 
grant standard coverage to all ranks, 
said Bruce Weatherhead, Pacific Mu- 
tual. He attributed this trend to the 
ability of the military services to pick 
and choose applicants because of at- 
tractive pay scales and retirement bene- 
fits. He estimated that retirement bene- 
fits given to military personnel are 
worth the equivalent of $110 a month 
of additional pay to an enlisted man 
entering the service at age 20 and re- 
tiring as master sergeant or chief petty 
officer at age 40. He opined that there 
is probably no greater hazard involved 
in insuring men now in uniform than 
in insuring those who would be inducted 
in case war were declared. 


Atomic Energy Codings Suggested 


Louis Schmoll, 2nd _ vice-president 
Metropolitan Life, mentioned that occu- 
pation codings have recently been sug- 
gested to provide for industries involv- 
ing atomic energy. 

Others who presented papers were H. 
Burt Reiter, Prudential, on juvenile in- 
surance; Philip Soth, New World Life, 
on reduction or removal of ratings; and 
John R. Pullman, Occidental, on extra 
premiums for aviation. 

Standard of Oregon was host at a 
cocktail party preceding the banquet 

















“Mom has to sew all the buttons back on Pop's 
the Heckly Honor Roll last week!” 


Bankerslifemen Have Real Pride 
in Accomplishment 


A Weekly Honor Roll of leaders of the entire Bankers Life 
Company field force appears each week in Onward, the com- 
pany’s sales publication. It gives at least one salesman each 
week the basis for button-popping pride. 


Recognition of accomplishment is quick and sincere for Bank- 
erslifemen. They know that a fine job is noticed and appre- 
ciated in addition to the tangible results in income which it 
This attitude of pride in a job well done is fostered 
time a Bankerslifeman enters the business. It results 


produces. 
from the 
in happy 


The desire to do his work well marks the typical Bankers- 
lifeman as the kind of life underwriter you like to know as a 
friend, fellow worker or competitor. 


Bankers /2/e COMPANY 
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as well as successful men. 


vest ... He led 


MOINES 











and also arranged a trip to Mt. Hood 
and a luncheon at Timberline Lodge for 
those who stayed over the day following 
the meeting. 


L.O.M.A. Graduates Elect 
Porton, Moran, Brian 


The Society of L.O.M.A. Graduates at 
its annual seminar elected Harold Por- 
ton, Mutual Life, as its president; Ed- 
ward Moran, Home Life, vice-president; 
Harold Brian, Teachers I. & A., treasur- 
er, and Miss Mabel Huber, North Amer- 
ican Reassurance, secretary. John Jar- 
man, Prudential; John Trevor, Metro- 
politan, and Donald Hyre, Mutual Life, 
“ elected new members of the coun- 
cil. 

Keynote of several of the speeches, as 
summarized by Alfred R. W. Larkin, 
Prudential, was that progressive man- 
agement now recognizes employe opinion 
and reaction as important. James R. 
Herman, Metropolitan, said that man- 
agement should be aware that employes 
rate being part of things and receiving 
help on personal problems higher than 
wages and job security. 


Seven Year Progress Reviewed 


Walter Mahlstedt, Teachers I. & A,, 
reviewed the seven year progress of the 
organization. Frank L. Rowland, L.O. 
M.A, executive secretary, said that life 
management problems in India are anal- 
ogous to those that existed in this coun- 
try in 1900. Donald Hyer, Mutual Life, 
past president of the society, declared 
that proper employe placement involves 
the balance of an individual’s aptitudes 





and interest. He said the individual’s 
responsibility is to: be prepared and 
armed with an active patience which 


contains the good points of the “eager 
beaver” without his obnoxiousness. Wil- 
liam C. Greenough cited pension plan- 
ning as an area for major development 
in the future. 





Wealthiest 40% of Families 
Pay Most of Premiums 


- 

A study just published by the re- 
search department of Curtis Publishing 
Co. shows that the top 40% of spend- 
ing units, defined as a group of family 
members who pool their resources to 
meet major expense, pay by far the 
greatest percentage of total life insur- 
ance premiums. It points out that in 
1948, as in 1941 and 1935, the upper half 
of families received about 77% of the 
total income. About 90% of the spend- 
ing units that paid $1,000 or more in 
life insurance premiums in 1948 were in 
the upper 40%; 88% of those paying 
$500-999 premiums and 77% of those 
with premiums of $200-499 were in the 
upper 40%. 


Agency Dep't Head, 
of Big Companies 
Compare Notes 


The agency executives forum held h, 
L.I.A.M.A. at Philadelphia and attend d 
by 30 agency department heads of lar . 
life companies dealt at its opening a 
sion with the structure of the agene, 
department organization and opportu, 
ties for improvement. The €X€Cutive 
discussed department objectives ani 
methods for achieving aims; SUPervisign 
of personnel; maintenance of con 
with other home office departments: ani 
financial management of the agency de. 
partment. Sayre MacLeod, vice-preg 
dent Prudential, was moderator, Vice. 
president George F. B. Smith, Cop 
necticut Mutual, presided at both Ses- 
sions the first day. 





Improving Field Supervision 


That afternoon the group, under th 
leadership of William P. Worthingto, 
vice-president Home Life of Ney 
York, turned to the problem of improy. 
ing field supervision. Questions wer 
raised on measuring an agency’s Prog. 
ress; replacement of managers; the prac. 
ticability of field advisory committees. f 
and keeping in touch with the fie 
from the home office. 

George Dunbar, superintendent 4 
agencies Mutual Life of Canada, imme. 
diate past president of L.I.A.M.A,, was 
chairman, of the second day’s sessions 
Moderator for the morning seminar 
which considered new _ organization 
problems, was Jenkins, vice. 
president Northwestern National. Sub. 
jects included recruiting; selection pat. 
terns of individual companies; training 
of agents; and training and developmen 
of managers. 


Sales Promotion and Incentives 


Sales promotion and incentives were 
examined at the concluding session. D. 
Bobb Slattery, vice-president Penn 
Mutual, served as discussion leader, Sur. 
veyed were basic sales promotion ac 
tivities of the companies represented; 
sources of sales ideas; specific promo 
tion devices such as company conven- 
tions, clubs and contests. 

L.I.A.M.A. staff members participa: 
ing were Lewis W. S. Chapman, direc. 
tor of company relations, who was it 
charge of arrangements; John Marshall 
Holcombe, Jr., managing — director; 
Charles J. Zimmerman, associate man- 
aging director; S. Rains Wallace, Jr, 
director of research; Frederic M. Peirce, f 
associate director of company relations; 
and H. Fred Monley and Richard N.f 
Ford, assistant directors of company 
relations. 





Great-West at Million-Policy Mark 


Less than 58 years after 
writing its first policy, Great- 
West Life has issued policy 
No. 1,000,000. It was issued 
to H. W. Manning (right), 
vice-president and managing 
director, shown with Earl M. 
Schwemm, Chicago manager, 
who holds policy No. 1,000,- 
001. The picture was taken 
at the recent Great-West con- 
ference of United States and 
west Canadian managers at 
Winnipeg. 

In accepting the policy, Mr. 
Manning traced the growth 
of the company from its in- 
ception until today, when it 
ranks third among Canadian 
life companies and 26th 


among all North American 
companies, with more than 


$1% billion in force and $365 
million assets. It took 23 
years to issue the first 100,000 
policies, but only three years to issue 
the last 100,000; 28 years to reach $250 
million in force but less than two years 
for the last $250 million. Mr. Manning 





Chicago, 


tribute to the 
Winnipeg, California, Detroit and Van- 
couver branches for their outstanding 
contributions to the company’s growti. 
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nd held py Following Operation He said there is little justification for department's budget for the coming 
‘ds orteaide ° the criticism that small investors are fiscal year is due for a substantial reduc- Golf Outin M 26 
cual large Mexander T. Maclean, 62, president elbowed out by direct investments of tion under the omnibus appropriations g May 
th IN ses. ‘4 director of Massachusetts Mutual life, because the small investors are bill prepared by finance committees of Chicago Home Office Life Under- 
ps aency Fane Life, died at Mas- looking for more yield than can nor- both houses. writers Assn. and the Chicago A. & H. ° 
| Pte sachusetts General ™ally be obtained via the private place- The commissioner’s salary of $7,500 Home Office Underwriters Forum will 
cti CCutives Hospital, Boston, ment route. To the claim that. life com- would be continued but provision for hold their golf outing and dinner May 
‘tan .4 following an oper- panies do not satisfy the capital needs other salaries and wages would be cut 26 at Aurora. 
of coat ation. A_ brother, 
iments; ang Joseph B. Maclean, 
agency de is a consulting act- 
Vice-presi uary and _ retired 
ator. View vice-president and 
nith, Con actuary of Mutual 
both ses. Life. 
h ses Mr. Maclean 
joined Massachu- 
setts Mutual as as- 
sistant actuary in 
— the a. T. Maclean 1916 and became 
rthington = Ey ey ES 
of Net associate actuary i 
of j iB i992, He was elected 2nd vice-president 
ions “ae and actuary in 1928, a director in 1929, 
co an a vice-president in 1936, and president 
3 the He in 1945. cary: ; 
canal He was a fellow of the Faculty of dl © 
th _ Actuaries of Scotland and the Society € WC Vay, WW 
€ field of Actuaries. He was a member of the 
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tly Wa tive committee of the American Life ae in 
> Sessions BF Convention and on two of the joint com- : 
_ Seminar § nittees of that organization and the Life 
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. é- . . cad . 
¢ eral income: taxation of life insurance ‘ 3 
- Sub companies and the valuation of assets. Mr. J. A. Hands, Vice President 
. training He oe contributed a number of articles VIRGIL RAGAR The Franklin Life Insurance Company 
4 to the insurance press. : aay. 
velopment F “Mfr, Maclean was born in Glasgow, Springfield, Illinois 
Scotland, and attended Shawlands ; 
5 Academy and the = om of Glas- Dear Jim: 
p gow. He later studied mathematics | ; : f 
ives wert under Roderic M. Nichol of Glasgow | Mr. Ragar is our Eight years ago I came back to the Franklin fold. 
as D. University and William A. Robertson, | Associate in the ; For a short time I had strayed. But quickly I came 
nS oe ee city of Sedalia, Missouri. back. The Franklin “grass” was not only greerter: it 
otion ac | when - entered the actuarial depart- | (Population 20,428 contained a lot more vitamins. The three exclusives, 
resented; F ment of the City of Glasgow Life As- | according to PPIP, GLA, JISP—and now our new Family Income 
C promo — surance, where he took up _ special Rand McNally.) Plans—not to mention Home Office cooperation, are 
' conven § mathematical and actuarial studies. In ‘ dof unmatched 
1910, when he was 23, he came to the Here is a record o 4 ' 
varticipa fF United States and joined Home Life of his earnings for the For three years I just eased along. Income: 1942, 
Mm, i 1. EET ran, ‘ past eight years. $4,044; 1943, $5,689; 1944, $6,328. Then something 
Marshal Majesty’s medal by the British govern- 1942... . $ 4,044.00 exploded. Ragar decided that Franklin “‘exclu- 
director, f ment as a result of his work as chair- 94S 6.0: 5,689.00 sives’’ were the things to present, and started 
ate man- Ss the British War Relief Society 1944.... 6,328.00 presenting them. 
lace, Jr,f 0 estern Massachusetts during the 1945.... 9,180.41 . 
[. Pein recent war. He was a trustee a the 1946.... 13,062.70 Result: For the past five years I’ve averaged 
relations, } Springfield Hospital and the Eastern 1947..... 13,539.76 $12,152.06; for the past four years nearly $13,000.00. 
hard N.f States Exposition. 1948.... 11,746.65 That isn’t nearly as much as a. lot of my Franklin 
On 1949.... 13,230.82 associates earn, not nearly as much as I could earn. 
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Thousands of Women at 


ably larger use of this field without 
jeopardizing financial soundness. 

Mr. Bryan said there is no reason to 
fear the over-indebtedness of private 
economy. “What I fear,” he said, “is 
the substitution of public for private 
debt with all the added complexities of 
money management which such a de- 


of small business, Mr. Bryan said an 
analysis of facts showed that through 
mortgage loans and certain direct in- 
vestments life companies are meeting 
their responsibilities in this direction. 


Mich. Department Budget Cut 





from $171,727 to $162,415; for contract- 
ual services, supplies and materials from 
$58,970 ($25,000 of which was to finance 
a reprinting of the revised insurance 
code) to $29,375, and equipment from 
$2,500 to $1,588. 

Commissioner Forbes recently closed 
the department’s Detroit office in antic- 











Total . . $76,821.34 


And this year Ragar is going to place a lot of our 


contracts where they are needed. 

The Friendly Franklin is the company for me. I’m 
really grateful for the many wonderful advantages 
we Franklin representatives have. 


Estate Planning Forums 


_ Forums for women interested in life 
insurance, estate planning and the like 
have attracted audiences totaling several 
thousand at New York City, Worcester, 
Providence, and Morristown, N. J. Sim- 
ilar meetings are planned in Schenec- 
tady, Greenwich, Conn., Hartford and 
Memphis. Mrs. Marion Eberly, director 
of the women’s division of the Institute 
of Life Insurance, is the spokesman for 
the life insurance business at these fo- 
tums. She has been actively encourag- 
ing groups to sponsor such meetings. 


8 yr. average $ 9,602.66 
5 yr. average 12,152.06 
4 yr. average 12,894.98 


With kindest regards to all you fellows, 
Virgil Ragar 














Bryan Urges Relaxing 
of Equity Prohibitions 


J. M. Bryan, first vice-president of 
Jefferson Standard Life, addressing 
Southwestern Legal Foundation at Dal- 
las commented that serious considera- 
tion must be devoted to the possibility 
of life companies placing more funds in 
equity investments. He felt adequate 
safeguards could be devised and _ said 
that the experience of life companies | 


NQILIN ILMIRIE company 


CHAS. E. BECKER; PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
OVER $800,000,000 INSURANCE IN FORCE 
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Kansas Association 
Names Keith Hayes 
as New President 


Keith Hayes, Mutual Life, Hutchin- 
son, was elected president of Kansas 
Life Underwriters Assn. succeeding 
C. OQ. Braden, Equitable Society, Inde- 
pendence, at the annual meeting and 
sales congress at Salina. Named 1st 
vice-president was Elliott Belden, 
Franklin Life, Salina, who was conven- 
tion general chairman. Paul D. Ray- 
mond, National Fidelity, Manhattan, be- 
comes 2nd vice-president; Vaughan A. 
Kimball, New York Life, Dodge City, 
3rd vice-president, and Martin G. Miller, 
Mutual Life, Topeka, reelected secre- 
tary. Rex Lear, Farmers Life, Salina, 
continues as national committeeman. Mr. 
Braden’s health, which has kept him 
away from his office since last August, 
made it impossible to accept the posi- 


tion. He was in attendance but will not 
return to his office for another two 
months. 

Topeka was selected for the 1951 


meeting, with fall sales congress meet- 
ings to be held by the Southeast Kansas 
association and the four associations in 


We're Sitting 
Pretty...Right 


Couldn’t please us more—being among the top 10% 
of American life insurance companies. This gives us 
the advantage of perspective and size: assets over 
80 million dollars (makes us a factor in the invest- 
ment market and gives us a desirable diversification 
of holdings); doing business in 22 states (gives us a 
safe distribution of risks); an operation that’s BIG 
enough to employ top-flight talent in the Home 


Office. 


Yet, we can see things on the level. No smug, 
lofty airs! We're close enough to earth to worry 
about policyholders’ and agents’ problems, to reach 
right out and offer a friendly hand. 


You bet—we like it where we are! 








southwest Kansas in October, probably won the Missouri contest and M. 


at Coffeyville and Dodge City. Secre- 
tary Miller reported two new associa- 
tions at Fort Scott and Leavenworth, 
bringing the total to 19. 

A training school for new local offi- 
cers was announced by President-elect 
Hayes for July 7-8 at Emporia under 
the auspices of N.A.L.U. but with lead- 
ing members of the Kansas association 
making up the staff. 


Commissioner Sullivan Speaks 


Commissioner Sullivan of Kansas, 
who is chairman of the executive com- 
mittee of N.A.I.C., gave a “Brief Report 
of the Department of Insurance.” He 
said some 6,000 life agents are licensed 
in Kansas representing 121 licensed life 
companies. He announced that Dick 
Pierce is now in charge of the life de- 
partment. 

Special tribute was paid to 16 Kansas 
association veterans who have been ac- 
tive through the 25 years of the associa- 
tion. 

In the 1950 case study contest, spon- 
sored by Insurance Magazine of Kansas 
City, Earl E. Strimple, General Ameri- 
can Life, Wichita, won the $50 cash 
prize for Kansas. Glenn D. Mathews, 
editor and publisher, made the presenta- 
tion. He announced that Welden Dil- 
lender, New York Life, St. Joseph, had 
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Vencill, Security Mutual, 
Nebraska. 

About 350 registrations were reported 
for the sales congress. A large percent- 
age was on hand for the business meet- 
ing, followed by a “fun frolic” and the 
semi-annual dinner of Kansas Leaders 
Round Table, which was addressed by 
Horace R. Smith, assistant superintend- 
ent of agencies of Connecticut Mutual. 
Mr. Smith was also on the sales con- 
gress program. Albert Shank, New 
York Life, Liberal, chairman of the 
Round Table, presided at its dinner. 


Panel Presented at Congress 
Headliners at the sales congress in- 


cluded Mr. Smith; C. Brainerd Me- 
theney, Fidelity Mutual, Pittsburgh; 


Glenn W. Isgrig, Reliance Life, Cincin- 
nati, and a panel presented by the Kan- 
sas Leaders Round Table on “Prospect- 
ing, Approaches and Closing” led by 
Kenneth C. Fitch, New York Life, 
Wichita, member of the Million Dollar 
Round Table. Clarence A. Evans, New 
York Life; Maurice R. Coulson, Penn 
Mutual, and E. Ned Embry, Equitable 
Society, all of Wichita, and August Epp, 
Penn Mutual, Newton, composed the 
panel. All are outstanding producers. 

Speaking on “It Takes a_ Light 
Touch,” Mr. Smith pointed out that 
Kansas has 2% of the national income 
but has only 1% of the life insurance 
in force. Mr. Metheney spoke on “The 
Magic of Life Insurance” and Mr. Is- 
grig on “Let’s Put on a Good Show.” 

Several company groups held meet- 
ings, including American Home of To- 
peka with Homer Waters, new director 
of sales, in charge; Equitable Society, 
with Chad Letton, home office instruc- 
tor, in charge, and: Pioneer National 
Life of Topeka in charge of L. W. Gil- 
kerson, new agency director. A large 
group of B.M.A. men from the Kansas 
agency headed by Bert A. Hedges, 
Wichita, was on hand. 


Minehan Tells Chicago 
Assn., Trust Council 
Day’s Best Sales Bets 


The three best sales of the day were 
told to a joint luncheon meeting of 
Chicago Life Insurance & Trust Council 
and Chicago Assn. of Life Underwriters 
by William B. Minehan, assistant secre- 
tary, Northwestern Mutual Life, in a 
talk on ‘Meeting People’s Estate Prob- 
lems Head-On.” 

The first of these, Mr. Minehan said, 
are large amounts of personal insurance 
to replace income on some _ planned 
basis, emphasizing all the property 
values of life insurance in addition to 
protection values. Corporation insur- 
ance, actually bought for a_ business 
purpose but inevitably serving ultimate 
personal purposes, is another good bet, 
he remarked. Lastly, he mentioned in- 
surance bought by one family member 
on the life of another, sometimes for 
gift purposes, but serving several pos- 
sible purposes in any event. He opined 
that possibilities in the estate planning 
field are unlimited. 

Mr. Minehan reviewed the technical 
aspects of estate planning and stressed 
that each problem must be looked at 
individually but always in relation to 
the others. It is important, he pointed 
out, that the trust officer and agent 
leave legal questions to  assured’s 
counsel. Much of estate planning is the 
result of vigorous activity by agents 
and trust men but they should stop 
short of practicing law. 





Craig Heads Council Slate 


The Philadelphia Life Insurance & 
Trust Council has nominated for presi- 
dent Walter A. Craig, State Mutual 
Life; vice-president, M. E. Ambler, 
Land Title Bank & Trust Co.; treas- 
urer, S. B. Dexter, Land Title Bank & 
Trust Co., and secretary, Cleo C. West, 
Prudential; executive committee, J. 
J. Buckley, Provident Trust Co., and 
‘\. B. Coffman, Massachusetts Mutual. 


May 19, thy 
New England Mutual's 
General Agents Convene 





The life insurance business js 
ing increasingly aware of Social 5 
sponsibilities calling for the long-range, 
view and the necessity for flexibility 4 
maintain policyholders service, Grae 
Willard Smith, president of New Ene 
land Mutual, declared ate the annual 
meeting of the general agents 4SsOcia. 
tion of that company at Swampscott 
Mass. He told the heads of the 1 
general agencies that the recent seminar 
sponsored jointly by the life companies 
of Massachusetts and Harvard business 
school was an example of the care of 
the industry to anticipate the effect of 
current trends and find answers to the 
problems in their wake. 

A panel on general agency compensa. 
tion led off the program and was headed 
by George L. Hunt, vice-president, ang 


becom. 





At the annual meeting of the New Eng. 
land Mutual Life General Agents’ Assn, a 
Swampscott, the new association president, 
Edward G. Mura, Kansas City, left, is pic 
tured above with George Willard Smith 


company president, and Benjamin Y, 
Davis, Richmond, right, retiring president 
of the association. The dinner coincided 
with Mr. Smith’s 20th anniversary as presi- 
dent of the company and he was presented 
a silver bowl on behalf of the association 
by Mr. Davis. 


composed of Wheeler H. King, New 
York; Walter Tebbetts, vice-president; 
John L. Stearns, vice-president and ac. 
tuary, and Homer C. Chaney, director 
of agencies. 

William C. Gentry, assistant director 
of agencies, and Doris Montgomery, at- 
torney and manager of the pension de- 
partment, introduced new pension sales 
material. 

_The final session treated the problems 
of recruiting, selection and training with 
Mr. Chaney as chairman and with short 
talks from each one of the home office 
agency staff. Speakers from the gen 
eral agency ranks were David S. Kamp, 
San Francisco; E. Clare Weber, Cleve- 
land, and Caspar W. Haines, Philadel- 
phia. Alan Beck, editor of the New 
England Mutual house organ, recounted 
the wide publicity given to his nationally 
popular editorial, “What is a Boy?” 
Final speaker was Archie B. Carroll, 
Jr., Charlotte. 

Edward G. Mura of Kansas City was 
elected president of the association. He 
succeeds Benjamin W. Davis of Rich- 
mond. Rolla R. Hays, Jr., Los Angeles, 
was chosen as vice-president, and Wil- 
liam B. Wagner, Harrisburg, was 
elected secretary-treasurer. Mr. Davis 
and H. G. Swanson, Chicago, continue 
as members of the executive committee. 


Hear Salt Lake Mayor 


Utah A. & H. Club at its May meet- 
ing at Salt Lake City had Mayor Earl 
J. Glade as speaker. He stressed the 
importance of salesmanship and adver- 
tising, asserting these two forces “have 
brought practically everything worth- 
while within the reach of nearly all 
the American people.” The June meet- 
ing will be devoted to business and 
election of officers. 
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Life 
Borr¢ 
MT] A d” 


Tre. t 
throughot 
st seve! 
"} their 
beamed 
securities 
ing $5,00¢ 
are no 
these bra 
vestment 
life insure 
concentra 
market 1S 
tain life 
that sales 
been dect 
The th 
js that in 
a year ar 
living exp 
war level 
rest of t 
the mattr 
insurance. 


untraditio’ 
new busit 

The big 
Lynch, F 
begun a C 
through a 
for wom 
stories 1 
humbler f 


Invest th 


Mr. anc 
to put so! 
and for cé 
rest, after 
do the mc 

There < 
who feel 
vertising 
houses is 
They exp 
surance Cc 
percentage 
not depre 
life insur 
merely su 
room for : 
peal for 1 
brackets. 

In sever 
cies have 
they talk 
in some Cz 
they prop¢ 
age throu; 
ance. The 
investment 
best sourc 
vestments 


Parish, 
New Cx 


Robert | 
superinten. 
Nicholson 
agencies b 

Mr. Par 
agent at ] 
ing naval 
manageme 
agency. 

In 1942 
Connectict 
Montpelier 
the home 
is a marin 


FCTIO. 


The ant 
Federation 
surance O 
14-16 at I 





XUM 






a 


lay 19, 1959 





May 19, 1950 


—- 


Life 





Agencies 


Nvene 
——| Borrow Investment 
‘4 becom 
[Ocial +, aa 
Social Te. "Ad Approach 
1 Ong-range 
ce, ee to} The investment brokerage houses 
» George throughout the country have, within the 
th Me. past several years, stepped up the tempo 
vg i of their daily newspaper advertising 
* 4SSOcia. beamed at the untouched market for 
a securities among men and women earn- 
“nt Bis ing $5,000 a year or a little more. There 
. Seminar Fe no figures to show that people in 
d bom these brackets are harkening to the in- 
w! fon. yestment call other than investing in 
Te 9) sige ey - i 
© effect of Me insurance and bank savings, but this 


ers to the 


compensa. 
vas headed 
sident, ang 


New Eng. 
” Assn. at 
president, 
aft, is pic. 
rd Smith, 
amin Y, 
president 
coincided 
’ as presi- 
presented 
$s0ciation 


ig, New 
resident; 
and ac- 
director 


director 
lery, at: 
sion de- 
on sales 


roblems 
ng with 
th short 
e office 
le gen- 
Kamp, 
— Cleve- 
hiladel- 


Boy?” 
Carroll, 


ty was 
on. He 

Rich- 
ngeles, 
1 Wil- 

was 
Davis 
mn tinue 
mittee. 


meet- 
r Earl 
d the 
adver- 
“have 
vorth- 
ly all 
meet- 
; and 


concentration upon the medium income 
market is interesting in the light of cer- 
tain life insurance figures which show 
that sales in the middle brackets have 
heen decreasing for several years. 

The theory of the investment brokers 
is that in the brackets of around $5,000 
| a year are many people who have kept 
living expenses fairly close to their pre- 
war levels and have been stashing the 
rest of their increased incomes under 
the mattress, in savings banks or in life 
insurance. So the big brokerage house 
of Bache & Co. for example, has hit 
on the theme “Are you a two per- 
center?” Newburger & Co. advertises: 
“Want 4% or more on savings?” and 
T. C. Henderson & Co. of Des Moines 
asks: “Would you like 44%% or more 
on your savings?” ; 

The investment men testify that this 
untraditional appeal has sent plenty of 
new business into their offices. 

The biggest boy of them all, Merrill 
Lynch, Pierce, Fenner & Beane, has 
begun a campaign to educate the public 
through advertisements, through forums 
for women, lectures and actual life 
stories in advertising, telling the 
humbler public where to put its money. 


Invest the Rest 


Mr. and Mrs. Average Joe are told 
to put some money aside for insurance 
and for cash reserves and to invest the 
rest, after investigation, where it will 
do the most good. 

There are some life insurance men 
who feel that this specific type of ad- 
vertising by the investment brokerage 
houses is cutting into their market. 
They express a wish that the life in- 
surance companies would or could talk 
percentages once in a while. They are 
not deprecating the ordinary tenor of 
life insurance advertising, they are 
merely suggesting that there is some 
room for sharpening the investment ap- 
peal for people in the middle income 
brackets. 

In several cities, life insurance agen- 
cies have run advertisements in which 
they talk about investments only and 
in some cases do not even mention that 
they propose to earn a certain percent- 
age through the medium of life insur- 
ance. They feel that in this day of low 
investment return and tax squeezes the 
best source for adequate return on in- 
vestments is life insurance. 


Parish, Nicholson Named to 
New Conn. General Posts 


Robert A. Parish has been appointed 
superintendent of agencies and Elmer L. 
Nicholson assistant superintendent of 
agencies by Connecticut General Life. 
Mr. Parish joined the company as an 
agent at Philadelphia in 1935. Follow- 
ing naval service he was placed on the 
management staff of the Philadelphia 
agency. 

In 1942 Mr. Nicholson went with 
Connecticut General as an agent at 
Montpelier, Vt. Last year he joined 
the home office agency department. He 
1S @ marine veteran. 


FCTIO Rally Aug. 14-16 


The annual meeting of International 
Federation of Commercial Travelers In- 
surance Organizations will be held Aug. 
11-16 at Lake Louise, Alberta. Can. 
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Elect Fox Head of 
New Jersey Assn. 


NEWARK~—Joseph W. Fox general 
agent Berkshire Life, Jersey City, was 
elected president of 
the New Jersey 
State Life Under- 
writers Assn, at the 
annual meeting suc- 
ceeding John W. 
W ood, general 
agent State Mutual, 
Newark. 

B. Preston Root, 
Metropolitan Life, 
Morristown, is vice- 
president; Carl 
Keener Metropoli- 
tan Life, Asbury 
Park, treasurer; F. 
Donald Lewis, Pru- 
dential, Trenton, secretary; Justin War- 
basse, Equitable Society, Plainfield, na- 
tional committeeman. 

The meeting got under way Tuesday 
with a board meeting followed by a 
reception and a dinner in honor of past 
presidents. Associations in the southérn 
part of the state are taking a much more 
active part in association business. Their 
growing strength is showing in the of- 
hices and committee positions. This de- 
velopment is very encouraging to associ- 
ation leaders who have long been trying 
to get a more active downstate repre- 
sentation, Mr. Wood said. Some pre- 
liminary discussion took place on the 
meeting of N.A.L.U. at Atlantic City 
in 1952. 

At the presidential dinner Mr. Wood 
was presented a pen and pencil set. 
H. Horton Humphrey, general agent 
Aetna Life, Newark, was named chair- 
man of the committee for the 1951 sales 
congress, 


Sell Small Firms 


At the sales congress David B. Flue- 
gelman, Northwestern Mutual, New 
York City, recommended selling busi- 
ness insurance to small firms. When 
the approval of an accountant or attor- 
ney is needed, he suggested getting their 
O.K. first. If legal advice is needed he 
suggested first contacting the prospect’s 
attorney and going over the details with 
him. This method, he said, avoids hav- 
ing the attorney punch holes in the 
agent’s idea which he will do to cover 
up his lack of foresight in not having 
suggested the idea to his client on his 
own, 

Vash Young, Equitable Society, New 
York City, delivered an inspirational talk 
in which he suggested that agents 
change their way of doing things if they 
aren’t completely satisfied now. Herbert 
R. Hill, Life of Virginia, Richmond, 
chairman of the ‘N.A.L.U. social security 
committee, reviewed the work of various 
N.A.L.U. committees. The talk by Hal- 
sey D. Josephson, Connecticut Mutual, 
New York City, is reported elsewhere. 
About 600 attended. 





Fox 


Joseph W. 





New Utah Officers Named 


SALT LAKE CITY—At a special 
meeting of the directors of Utah Life 
Underwriters Assn. elected at the an- 
nual meeting April 24, Melvin  D. 
James, Prudential, Ogden, was chosen 
president, succeeding Everett Van Gold, 
Occidental Life, Salt Lake: Ned H. 
Nelson, Beneficial Life, Salt Lake, vice- 
president, and Wray Glenn, Metropoli- 
tan Life, Ogden, secretary. 





Palmer Addresses Bankers 


H. Bruce Palmer, vice-president of 
Mutual Benefit Life, addressing the 
New Jersey Bankers Assn. at Atlantic 
City, said that bankers and insurance 
men can go far to channel the action 
of the people into such constructive 
community avenues as avoidance of 
fear, contribution to better government, 
sound business management in employe- 
employer relationships and democracy 
and individualism. 
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YOU CAPITALIST, YOU! 


That's right! We are a nation of capitalists. 
Urder the American system of competitive 
enterprise every man or woman with a bank 
account, a life insurance policy, a bond or a share 
of stock has capital. Our homes, cars, refrigera- 
tors .. . all the conveniences and luxuries which 
comprise our standard of living are denounced 
as products of capitalism only by those who are 
denied the opportunities and incentives of free 
men to aspire to our high level of economic 


welfare. 


Life insurance, in this competitive enterprise 
system, offers everyone, with the will to do so, 
the ways and means of protecting and perpet- 
uating capital he accumulates for the benefit of 


himself and his heirs. 


The Great Southern "Family Income" plan makes 
it possible for Great Southerners to offer provi- 
dent men a practical plan for transforming wages 
or earnings into capital and extending it through 
retirement years of providing financial security 


for his family. 
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REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P BEASLEY, President 
HOME OFFICE 


Life Insurance in force exceeds $297,000,000.00 


DALLAS, TEXAS 











AGENCY VICE-PRESIDENT 
OPENING 


If you have the “stuff,” you probably can get a similar 
position in one of several companies. However, ours is 
not the ordinary deal. 


We are a moderate size, mid-western Stock Company, 
clean all the way through, and with no relatives who 
have first place regardless of how well you do. The man 
we select comes in on a partnership basis. 


Stock ownership is not necessary, but a plan to acquire 
a comfortable amount of stock on a very favorable basis 
will be made available. 


We want a man preferably between 33 and 38. He must 
have a good record in Agency work, either as a General 
Agent or in the Home Office. 


All in all, we want a top-grade man in all respects; and 
our opening as to salary, position and opportunity fully 
measures up to this requirement. 


If you feel you qualify and would like to be considered, 
write fully in complete confidence. 


Box A-1 
175 W. Jackson Blvd. 


The National Underwriter 
Chicago 4, III. 
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s ment since 1942, becomes an ‘ 
Equitable Ups 21 manager. He joined the compart 
in et ES 1932 after attending New York Unit 
in Group Division sity. if 
. Gerald S. Lackey is promoted fn 
Expanding its group sales and serv- 4SSiStant manager of group casualty eg: 
ice facilities, Equitable Society has pro# ¢rages to assistant superintendent of 4, 
moted 21 members group department. He joined the co 
of the group de- pany in 1931. 4 
partment, all but W. C. Mathieson becomes brane} 
two~of whom are manager for the steel industry wit 
in the sales end. headquarters at _ Pittsburgh. He - 
N. E. Horelick, formerly a divisional superintenden 
formerly manager, there, having joined Equitable jn 193: 





becomes general after graduation from University 
manager, directing Pittsburgh. 4 
all group depart- Name Five in West 

ment sales activ- 

ities. He joined Under the supervision of Mr. Paully 
the department in five men have been appointed ag {| 
1926, became di- lows: James O. Scott, Los Angeles, th 


serve agencies there and at San Diego, 
Harry J. Duerkop, San Francisco x 
group department agencies in Oakland, Fresno, and Sacra. 
manager in 1945. A Carnegie Institute mento. A. R. Dunaway, Denver who 
of Technology graduate, he is an asso- will also handle Salt Lake City and 
ciate of the Society of Actuaries. He 
is a fellow of the Insurance Institute cies at Portland, Ore., and Boise, wit, 
of America and chairman of its educa- headquarters at Portland; and John kK 
tional committee. McKee, Jr., Phoenix, who will also hap. 
EF. A. Elander, formerly southwest- dle Albuquerque agencies. 
ern divisional group manager at Los The former New England division hy 
Angeles, goes to the home office as been divided with one division unde 
group department manager. Boyd J. Edward A. Maher III, whose headqug. 
Blevins becomes southern manager at ters will be in Boston and who will ser 
Atlanta and Walter E. Paully western agencies there and in Worcester, Por. 
manager at San Francisco. land and Providence. Sales in Spring. 
Elander, Blevins, Paully Careers field and New Haven will be directs 
from Springfield by John R. Hanaway 
Mr. Elander entered the group an- Mr. Maher joined Equitable in 1927 an 
nuity division in 1929 after graduation for two years was in the company’s Lon. 
irom University of Michigan. He was don office. He is an army veteran, Mr 
director of group annuities at Log Hanaway has been assistant divisiong 
Angeles before his appointment as 


nge ‘ group manager at Springfield. 
divisional group manager there in 1941. 


4 joined the company in 1925. 
Mr. Blevins, an alumnus of University Edward W. Yarline, assistant divi. 
of Chattanooga and University of Michi- sional group manager at Chicago, te. 
gan, joined the group annuity division in ; 


é z 1 comes divisional group manager for 
1931. After assignments at New York Texas with headquarters at Dallas un. 
and Chicago he was named southern 


nd — ' 1 der the supervision of Mr. Blevins. He 
divisional group manager in 1935 and was formerly service supervisor. He js 
in 1948, following navy service, became 


1 bec an army veteran. 
manager of the southern field divisions. Carl F. Van Goethem of Allentown 
Mr. Paully joined Equitable’s San 


: ; Pa., will continue to serve agencies in 
Francisco group office in 1928 after at- that city and Harrisburg. He has bee 
tending University of California. He assistant divisional group manager in 
has been head of the northwestern divi- the middle Atlantic division since 1947 
sion since 1941. 


: ; ; He is a navy veteran. 

Ivan Ricks, as associate manager with 
headquarters in Chicago, will actively 
solicit the larger group cases in the mid- 
dle west and assist agents on such cases 
when necessary. He has been relieved 
of supervision over the sales organiza- 
tion in the central and western depart- 
ments, thereby enabling him to devote 
all of his time to his new duties. He 
was formerly manager of the western 
field divisions. Mr. Ricks has had wide 
experience in many capacities in the 
group department, which he entered in 
1927. He is credited with the acquisition 
of many important group clients and 
the expansion of their programs. 

As associate managers at the home 
office, Harold W. Graff and George E. manager at Wheeling. 
Parker will solicit the larger group cases, = Mr. Richardson joined Jefferson 
Mr. Graff in the east and Mr. Parker in Standard in 1945 in Fairmont, W. Va 
New York City. Mr. Graff, an alumnus Since 1949 he has headed the district 
of Pratt Institute and Columbia Univer- office in Fairmont. 
sity, joined Equitable in 1924 and has 
been New England divisional group 
manager since 1945. Mr. Parker, a 
Brown University graduate, joined 
Equitable in 1927 after graduate work 
at Columbia. Since 1946 he has been as- 
sistant group department manager. 


Evans Director of Pension Trusts 


Hugh G. Evans, assistant director of 
pension trusts since 1947, becomes di- 
rector. He joined Equitable in 1930 
after graduation from University of 
Pennsylvania’s Wharton school in 1928. 

Mrs. Louise Ilse, who becomes as- 
sistant group manager, was formerly an 
assistant superintendent. She joined the 
group department in 1926 as assistant to 
former Vice-president W. J. Graham. 
She holds bachelor’s and master’s de- 
grees from Columbia University and is 
working on her Ph.D. thesis, based on 
group insurance. 

Wesley Young, who has been assist- 
ant to the manager of the group depart- 


rector of group an- 


nuities in 1932 and N. E. Horelick 





Jefferson Standard Change; 


Jefferson Standard has _ opened 3 
branch in Peoria, headed by John §. 
Allsup. 

_ Mr. Allsup joined Jefferson Standari 
in 1947 in Ottawa, Ill. Since 1948 he 
has headed the district office in Peoria 

J. Edward Chance has been appointed 
manager at Lynchburg, and W. Kenneti 
Richardson has been named manager 
of the company at Wheeling, W. Va. 

Mr. Chance has been with Jefferson 
Standard since 1921. For several years 
he served as district manager at Clarks- 
burg, W. Va., and in 1939 was appointed 





Forms Quarter Century Club 


E. S. Ashbrook, president of North 
American Life of Chicago, has awarded 
11 members of the home office and 10 
of the agency staff special service cer- 
tificates and jewelled service pins show- 
ing that they have been continuously in 
the company’s employment for 25 years 
or more and have, therefore, qualified 
as members of the companys’ Quarter 
Century Club. 





_J. J. Miller, manager of Life Asso- 
ciates, Chicago general agents for Con- 
tinental Assurance, recently completed 
a one-week civilian orientation course 
at Norfolk upon the invitation of the 
secretary of the navy. Mr. Miller was 
as a result appointed a commodore in 
the submarine navy and a member 0 
the. New Order of Guppy Snorkelers. 
He was a wartime marine officer. 


Cheyenne; Jarvis C. Hurd, Serving agen} 
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LLA.M.A. Mixed 
Group Elects Beal 


Orville E. Beal, vice-president of Pru- 
dential, was elected chairman of the 
combination ¢ om - 
panies committee of 
Life Insurance 
Agency Manage- 
ment Assn. at ape 
s rin conterence a 
Theville, N. C. He 
succeeds Malcolm 
c. Young, second 
vice-president of 
John Hancock. 
Cecil J. North, vice- 
president of Metro- 

: ¢ 7 
politan, and W. J. 
Williams, vice-pres- 
ident of Western & 
Southern, were : ‘ 
elected new members oft the committee. 

Charles J. Zimmerman, associate man- 
aging director of L.I.A.M.A., told the 
150 officers otf 40 companies present 
that employes have a greater stake in 
management than stockholders, because 
the employe’s whole future and that of 
his family is tied up in the company. 
Consequently, each employe should be 
told what management is thinking and 
doing. A company that has good man- 
agement should have no fear of letting 
its employes know about it, he declared. 

Mr. Zimmerman cautioned executives 
to make sure that the men selected for 
advisory councils of field men are lead- 
ers. He said that a council composed 
of mediocre men or men without abili- 
ties for such duties is worse than none 
at all. He took issue with the state- 
ment that the successful man is of no 
concern, and that the man who is fail- 
ing is the only one who should concern 
management. He cautioned that the 
successful manager and agent is not 
necessarily a happy man and has a 
very real problem and is too often for- 
gotten. “The successful man must 
treated with the same consideration as 
any other if he is to continue to be suc- 
cessful and if he is to continue to have 
respect and admiration for his com- 
pany,” Mr. Zimmerman declared. 

Frank P. Samford, president of Lib- 





Orville E. Beal 


erty National, headed a panel discussion | 


on measuring and controling district 
office expenses and was aided by Harry 
B. Anderson, vice-president Life of Vir- 
gina, and William J. Hamrick, 
president of Gulf Life. 


big L.I.A.M.A. companies in the com- 
bination field increased the volume of 
ordinary business at the rate of 124% 
while 40 smaller L.I.A.M.A. members 
increased ordinary by 181%. The large 
companies have decreased 26% in new 
weekly premium volume and the smaller 
companies weekly premium volume rose 
more than 30%. While the ordinary 
insurance in force for the three large 
companies increased 92%, the smaller 
companies in force rose 239%. He in- 
dicated that these trends are apparent 
in many other phases of the growth 
of life insurance companies. 





Agents Sue Four Insurers 


Principals of the Reliance Insurance 
Agency in Chicago have filed a $3,400,000 
damage suit in the circuit court at Chi- 
cago against Metropolitan, Prudential, 
Sun Life of Baltimore and Western & 
Southern. The suit charges that the 
companies damaged the agency “by un- 
true statements” in connection with its 
efforts to sell low cost renewable term 
life. The agency represents Reliance 
Mutual Life of Chicago and also places 
business with other companies. 

The _ plaintiffs, Frank CC. Donley, 
Terry P. Bannon and John J. Sullivan, 
alleged that the defendant insurance 
companies in oral and written state- 


ments had called them “twisters,” and 
accused them of being unethical and 
not acting in the best interests of the 
public. 


Equitable to Rent 10,000 
Freight Cars to Pennsy 


Pennsylvania Railroad has arranged 
to rent 10,000 freight cars from Equit- 
able Society under its new plan. The 
deal, largest order for freight cars since 
the 1920s, involves a definite commit- 
ment from the railroad on future pay- 
ments exceeding $50 million during the 
next 15 years. 

The order is for 5,000 gondolas and 
5,000 box cars. They will be built by 
several companies, including Bethlehem 
Steel and Pullman Standard. 

The manufacturers are now negotiat- 
ing with Equitable. 





“The Patriot’ Wins Award 


“The Patriot,’ John Hancock Mutual 
publication for district agents, was to- 
day presented the highest award of the 
international industrial publications con- 
test. 


The monthly magazine, edited by 
Charlotte M. Riggs, was one of 50 
singled out from 600 entries. “The 








be | 


vice- | 


The second day of the meeting was | 


devoted to exploring the ways in which | 
promote | 
public relations for the life insurance | 
Mr. Beal conducted a panel | 


the combination system can 
business. 
on the subject, aided by Morton Boyd, 
president of Commonwealth; R. A. Fur- 
bush, vice-president of American Na- 
tional; H. C. E. Johnson, president of 
Interstate; Donald E. Lynch, 
M.A.; Walter H. Saitta, vice-president 
of Peninsular, and Walter S. J. 


‘ 


LEA. | 


Shep- | 


herd, second vice-president of Metro- | 


politan. 


Public Relations Keystone 


Holgar J. Johnson, president of In- | 
stitute of Life Insurance, said that the | 
fact that business had not adequately | 


told the story to the public in 1929 


caused the people to place the entire | 
on | 


tesponsibiilty for the depression 
business. He said this development has 
brought business to a realization that 
it must now tell the public about itself 


and build an environment of support and 


good-will. 


Richard B. Evans, president of Colo- | 
nial Life, charged that critics of bigness | 


in the life insurance business don’t have 
the facts straight. He said that the 
critics used statistics for the entire in- 
dustry in which the small companies 
are in preponderance. The implication 
is that no business should be permitted 


to grow beyond a certain size and this | 
can have a stifling effect upon the ini- | 
tative of the leadership of smaller com- | 


panies, he said. 
He pointed out that during the 10- 
year period from 1938-1948, the three 





| 






| 


LIFE INSURANCE * 





Patriot” received the same award in 
the 1948 contest. The award was made 


at the conference of the International 
Council of Industrial Editors in Pitts- 
burg. 

James M. Peirce, director of the bu- 
reau of publications for John Hancock, 
led a panel discussion on problems of 
insurance publications at the council. 





Family Day at Mutual 

Mutual Life held a family day for em- 
ployes at the new home office. The 
largest family present was that of Hilton 
Howell, who works with the supervisor 
of risks. He brought along his wife and 
10 of their 13 children. 


Miller to Coastal States 


Norman N. Miller has been named 
agency director of Coastal States Life of 





Atlanta. Mr. Miller was with Metro- 
politan Life for more than 10 years 
before joining Franklin Life at Mont- 


gomery several years ago. 





Harry G. Freeman, who has been 
assistant manager of Metropolitan Life 
at Bristol, Tenn., will become its man- 
ager at Middlesboro, Ky., June 1. He 
succeeds Norman E. Link, who be- 
comes manager at Montgomery, Ala. 


_ Nobody hits every time 





— but Provident Producers get to bat 
oftener .. with more chances to hit! 


. All modern forms 


of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Annuities, and T & P 
Disability Income ($10 monthly per $1,000) 
combined with wide choice of Life plans. 


A. and H. INSURANCE * . 


. Every form of 


Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


HOSPITAL INSURANCE® . 


Issued on 


Individual, Family Group (ages 3 months 
to 80 years) and Franchise plans. Hospital 
Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 


* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 


DENT INSURANCE COMPANY 


CHATTANOOGA 





HeNATIONAL UNDERWRITER. 
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PRUDENTIAL’S 4 POLICIES— 
THEY MEET ALL DBL NEEDS! 


1. BASIC—Statutory benefits for 4 to 49 em- 

ployees, inclusive. 

LIBERALIZED—A fixed plan of greater- 

than-statutory benefits for 25 to 49 employees, 

inclusive. 

3. STATUTORY—Statutory benefits for 50 or 
more employees. 

4. STANDARD—A plan of greater-than-statu- 
tory benefits for 50 or more employees. Bene- 
fits may be varied for employers’ needs. 

Prudential’s Handbook for DBL sales describes 

these 4 policies, gives rates, and includes sales in- 

formation. 

Only six weeks—until July 1—to sell DBL. Call 

or write us today for our well-known, no-charge, 

“know-how” service. 


to 


@ understandable sales proposals 
@ simplified application forms 
@ complete sales cooperation 


Brokerage Specialists 


EUBANK & HENDERSON, MANAGERS 


Downtown Agency 
The Prudential Insurance Company of America 
40 Wall St. — Digby 4-0040 — New York 5, New York 


For Sales' Sake—Watch These Ads 


Legion Head Blasts 
Socialized Medicine 
and Welfare State 


A blistering denunciation of socialized 
medicine and the welfare state, along 
with other manifestations of socialism 
and communism in this country, was 
delivered by George N. Craig of Brazil, 
Ind., national commander of the Amer- 
ican Legion, in his address at the silver 
anniversary banquet of Chicago A. & H. 
Assn. Tuesday night. 

It was considered especially signifi- 
cant, as President Truman had just 
delivered the main speech of his cross- 
country jaunt, defending his legislative 
program, the previous night and the 
administration’s views also had been 
presented there at a panel on welfare 
legislation headed by Oscar Ewing, 
federal security administrator, and other 
supporters of government compulsory 
health insurance. 

“The American Legion is absolutely 
in accord with your declaration that 
if we value our health and if we value 
our liberty, we must agree that com- 
pulsory health _ insurance, _ political 
medicine, is bad medicine for America,” 
Commander Craig said at the outset of 
his talk. 

“If some of the crackpot do-gooders 
should have their way—God forbid— 
socializing this and socializing that, 
they eventually would communize 
America. 


Long History of Opposition 


“Not only would they create a wel- 
fare state, but there might well follow 
a hypochondriac and neurotic state.” 

Mr. Craig recalled that national con- 
ventions of the Legion since 1943 have 
gone on record as opposing socialized 
medicine and compulsory health insur- 
ance. He quoted the resolution adopted 




















\ WORLD'S RECORD ! 


Hall-a-Billion in 20 Years... 


BROKERS and SALESMEN 
—Use the Liberal Contracts, 
Underwriting Facilities and 
Sales Tools that mean Issued 
and Paid-for Business 
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at Miami in 1948 declaring that it would 
“deprive the citizen of the right to 
select the quality of medical care that 
‘he can afford and might desire,” which 
it called “contrary to the fundamental 
rights of the individual,” and the one 
adopted at Philadelphia last fall, putting 
the organization on record as “opposing 
any form of compulsory health insur- 
ance.” 

“That, my friends,” he added, “should 
leave no doubt that you and we stand 
on common ground, fighting a common 
enemy, socialism, the advance guard 
of communism,” 

He criticised conditions in the State 
Department, citing the Hiss case, the 
Amerasia incident and others. He also 
spoke of the confusing and conflicting 
appraisals of the “world situation’ and 
defense needs made by various high 
officials of the government and _ its 
armed forces. 

Mr. Craig’s speech was broadcast over 
the Mutual network. 


New Officers Elected 


Before Mr. Craig spoke, greetings 
were given by John Campbell, 
Provident Life & Accident, retiring 
president of the Chicago association, 
and Charles B. Stumpf, president Inter- 
national association, and the new slate 
of officers of the Chicago group, headed 
by Clayton F. Lundquist of McCormick, 
Beatty, Lamb & Fergus as president, 
which was presented at the April meet- 
ing, was formally elected. © 

There were also three 15-minute talks, 
by Insurance Director Hershey of IIli- 
nois on “Present Outlook for the In- 
dustry from an Insurance Department 
Viewpoint;” V. J. Skutt, president Mu- 
tual Benefit H. & A. and Companion 
Life, “Present Outlook for Companies 
Writing A. & H. insurance,” and E. H. 
O’Connor, Insurance Economics So- 
ciety, “Present Outlook for Federal 
and State Compulsory Insurance.” 

Mr. Hershey spoke especially of the 
efforts of federal agencies to get control 
Over insurance, citing the Frear bill, the 
federal trade commission mail order 
code and its auto finance proposals. Re- 
ferring particularly to the mail order 


“c 


rules, he said there are still a “few 
actors” in that field whose practi 
must be corrected. = 

He spoke of the part the agents th 
underwriters and the claim men’ can 
play in bringing about a better, pub, 
attitude toward A. & H. and lessenin, 
the pressure for governmental action 
He endorsed the proposal of Superin 
tendent Dineen of New York for experi 
mentation in mass coverage and alg, 
the idea of an Institute of A. & H, Jp. 
surance. 

Mr. Skutt said there are three factors 
in the success of any business—a nee; 
for its products, a product that will meet 
that need and a means of bringing it 4, 
the people. He showed how thoroughly 
A. & H. insurance has met all those 
requisites, with the further reason for 
continued success and growth that it 
renders a real service to the buyer an 


his loved ones at the time when jt is 
 & the Ne 


needed the most. 
Legislative Situation Reviewed 


Mr. O’Connor reviewed the status oj 
HR 6000 and the changes made by the 
Senate finance committee, retaining the 
$3,000 taxable wage base, deleting tot, 
and permanent disability and the lump. 
sum benefit for all insured workers, an( 
freezing the tax at 144% each until 1955 
He urged contacting Senators to make 
sure, when the bill comes up for action 
within the next 10 days, that these ob. 
noxious features are not placed back ip 
the bill. 

He mentioned that the cash sickness 
issue is to be decided by referendum jn 
the state of Washington this year, the 
Massachusetts bill for a monopolistic 
state fund, backed by the governor and 
labor interests, and the study now being 
made in Ohio. He said a_ survey of 
coverage is about to be made in that 
state and expressed confidence that the 
results will be satisfactory. He predicted 
a renewal of the fight in IlIlinois at the 
next legislative session, and probably in 
many other states. ; 

Irving Wessman, Loyalty — group, 
chairman of the committee which ar. 
ranged the dinner, presided. 

Mr. Campbell announced that the 
Chicago association’s annual outing will 
be held June 8 at Itasca Country Club. 
He was presented a desk fountain pen 
set in recognition of his work the past 
year. 


Equitable Names Asst. 


Medical Director, 2 Others 


Equitable Society has named Dr. Rob- 
bert B. Cleveland as assistant medical 
director. He has been medical examiner 
at Philadelphia, where he joined the 
company in 1927 and in 1947-49 was 
referee at San Francisco. Recently he 
has been at the home office. 

Edward L. Williamson, with the com- 
pany 38 years, was named superintend- 
ent in the policy issue and service de- 
partment and Joseph S. Basel assistant 
superintendent. ; 





C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, will receive the honor- 
ary doctor of laws degree from Miami 
University, Oxford, O., at its commence- 
ment exercises. He is president of the 
university’s board of trustees. 





Bainum to Lincoln Nat'l 


Lincoln National 
Life has appointed 
Marvin L. Bainum 
as its Wichita gen- 
eral agent. A navy 
veteran, Mr. Bai- 
num started in life 
insurance with 
Columbian Na- 
tional in Wichita 
in 1945, becoming 
supervisor seven 
months later. For 
a year and a half 
he has been Kan- : 
sas general agent for Pan American 
with headquarters at Wichita. He is a 
director of the Wichita Life Under- 
writers Assn. 
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Josephson Offers . 
Sales Pointers 
to N. J. Assn. 


NEWARK—When the prospect seems 
to agree on all points but asks for time 
to think it over, ask 
him, with the prop- 
er buildup so that 
he isn’t annoyed, if 
he would delay the 
came way in mak- 
ing a decision in 
‘his business life, 
Halsey D. Joseph- 
con, general agent, 
Connecticut Mu- 
wal, New York 
City, suggested at 
the New Jersey 
State Assn. of Life 
Underwriters sales 
congress. 4 bik 3 

If he is convinced that the decision 1s 
very important in his personal life he 
will get the analogy and do something 
about it. Try to get him to agree to 
do something definite such as being ex- 
amined, and arrange a medical appoint- 
ment, or get him to phone his. lawyer or 
accountant immediately, he said. Try to 
get action then or on the same day. 
“Tf the prospect asks for a written 
proposal so that he can look it over, 
draw some parallel with your own ex- 
perience about how a letter can lie in 
an in-box or pending file for days with 
no action being taken on it, he advised. 
Get a definite appointment or time to 
return with the proposal and ask him 
to have his wife, lawyer or accountant 
there, as the case may be, so that the 
whole thing can be settled on the spot 
with no decisions left in the air. 





H. D. Josephson 


Graitude Day 


To get out of the psychological de- 
pression that occasionally hits every 
salesman, Mr. Josephson suggested do- 
ing something for someone else that is 
productive in its own right. Depressed 
days aren't the best for either paper 
work, ball-games, movies or staying at 
home. He suggested making a depressed 
day, gratitude day. Buy someone a 
book or do some favor for a friend or 


client. This will help end the mental 
depression and the deed may in the 
long run return in the form of new 


business, he said. 

He suggested keeping sales presenta- 
tions simple. Make your point sim- 
ple, straight and quick, then be quiet, 
he suggested. It makes the point 
stronger. Let the buyer do the elab- 
orating. Don’t get involved with a 
qualified answer. Pretty soon you are 
trying to explain the qualifications in- 


stead of being further along on the 
way to the sale, he warned. 
Keep a book for names in your 


pocket and conscientiously work on fill- 
ing it every day. Set a quota of 100 
a month. Use these names in prospect- 
ing, he suggested. 


Business Insurance Market 


Firms that already have business in- 
surance may be a very good market 
for it. Firms with stock liquidation 
agreements probably are not covered 
to present value. 

Agents are frequently told to make 
half a dozen attempts to close, he com- 
mented, and it isn’t as difficult as it 
sounds. There are about six general 
ways to do it, with modifications ac- 
cording to the case, and it only takes 
an hour to learn them. Even if they 
have to be memorized it is well worth- 
while, he said. 


Western Mich. Assn. Elects 


GRAND RAPIDS, MICH.—R. L. 
Ritmanich, General American Life, has 
been elected president of Western Mich- 





gan A. & H. Underwriters Assn. Vice- 
President is Robert Topp, Holland, and 
secretary, Mrs. June Thomas, Grand 
Rapids. 





PRESIDENT’S MONTH 
Manhattan's April 
Sales Set Record 


Manhattan Life set a new month’s 
record in April, designated as president's 
month. The agents submitted $9,050,224 
on 1,089 applications. 

Morris L. Harmelin, Newark, led all 
personal producers in volume, with 
$314,000. Other awards volume win- 
ners were Benjamin Carr, New York; 
Henry - Ginsberg, Miami; Rose Boyd, 
Los Angeles, and Bernard Rothfeld, 
New York, in that order. 

T. Lucile Salisbury, New York, led 
in lives. She also won last year. John 
S. LeGath, Westwood, N. J.; Patsy 
Criscuolo, Jr, and R. R. Feldman, 
Newark, and Mary M. Jenkins, Sacra- 
mento, finished in that order. 

R. M. Grosten, Los Angeles, led in 
agency production, with $1,090,844, larg- 
est monthly submitted volume for a 
western division Manhattan agency. 
Divisional sales awards went to Kelley- 
3aum, Detroit, for leading the central 
division; Joseph D. Robbins for leading 
in greater New York; Max Harmelin 
agency for leading in Colorado, Texas, 
Florida, New Jersey and New York 
state outside greater New York. The 
first six agencies in president’s month 
production were Grosten, Los Angeles, 
Robbins, New York, Ranni, New York, 
Harmelin, Newark, Hoffman, Buffalo, 
and Campbell & Demarest, New York. 

As a special inducement, Manhattan 
offered copies of “The History of The 
Manhattan Life, 1850-1950,” to be pub- 
lished in July, to the first 25 personal 
producers completing their April quota. 

Qualified agents were guests of the 
company at twe president’s month din- 
ners held in New York and Los An- 


geles. 








Mutual's Milwaukee Agency 
Hears Talks by Hull, Cruess 


Roger Hull, executive vice-president 
of Mutual Life, stressed the great con- 
tribution of agents’ wives to their hus- 
bands’ morale and progress, in his talk 
at the Milwaukee agency’s annual meet- 


ing. 
Edward Waller, superintendent of 
agencies of the central division, em- 


phasized the peculiar advantages given 
life insurance by the current tax and 
interest situation while Leigh Cruess, 
vice-president and chief actuary, called 
attention to the agent's responsibility 
in selection of business. 

Harry Schultz, president of the Chi- 
cago Life Underwriters Assn. empha- 
sized the great importance of the com- 
pany’s field training program and of 
further current study of various under- 
writing services. Mr. Schultz is with 
Mutual’s Persons agency. 


D. W. MacMeekin Elected 
Modern Woodmen Director 


D. W. MacMeekin, Two Rivers, Wis., 
has. been elected a director of Modern 
Woodmen of America. He succeeds the 
late William Wiles of Toledo. 

Mr. MacMeekin has been Modern 
Woodmen’s state manager in Wisconsin 
since 1937 and formerly state manager 
in Colorado, New Mexico and upper 
New York state. 

Mr. Wiles, who died after a short ill- 
ness, had been a Modern Woodmen di- 
rector since 1943 and had been Ohio 
state manager for 16 years. 


W. H. Kingbeil Promoted 


William H. Klingbeil, Prudential 
unit manager at Detroit since 1948, 
has been promoted to training  su- 
pervisor at the home office, effective 
June 1. He is the son of Frank L. 
Klingbeil, manager of the Detroit Pru- 
dential agency. He joined the Detroit 
agency after graduating from Univer- 
sity of Michigan in 1946. 














45th ANNUAL REPORT 


ASSETS 


Cash in Banks and Office (1.35%).......... $ 569,314.93 
U. S. Government Bonds (29.00%) 12,262,927.83 
State, County and Municipal Bonds (5.19%). 2,193,378.93 
Corporate Bonds (19.11%) 8,077,319.79 
Corporate Stocks (2.13%)................ 902,607.13 
First Mortgage Loans and Contracts 

On Farm Properties (5.1%)........... 

On City Properties (26.09%)......... 
Home Office and other Real Estate (.45%). . 
Policy Loans (7.57%).................... 
Interest Accrued (.55%) 
Current Net Premiums and all other items 


(3.46%) 
Total Assets 


2,123,626.81 
11,063,516.63 
189,600.00 
3,202,266.85 
231,083.82 


| 465,127.06 


be cite Se $42,280,769.78 





LIABILITIES 


-$35,052,097.70 
686,642.29 


Legal Reserve on Policies. .............. 
Dividends Payable to Policyowners in 1950. . 


Dividends left by Policyowners to draw 


interest | 098,939.00 


126,208.01 
197,356.00 


Policy Claims in process of payment coe 
Reserve for Taxes 


Premiums and Interest paid in advance, and 
other current accounts 


477,010.92 





Total Liabilities _..... .$37,638,253.92 


Additional Funds for Protection of Policyowners 


.$ 750,000.00 
| 000,000.00 
2,892,515.86 





Capital 
Contingency Funds 


Surplus 





_.. .$42,280,769.78 


LIFE INSURANCE IN FORCE $216,485,281 
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EDITORIAL 


COMMENT 





I'he Dangers of Privileges of Rank 


An insurance company executive re- 
cently communicated to us his surprise 
that among several likely and_ ex- 
perienced applicants for important jobs 
with his company there were several 
who seemed more concerned with 
whether they would be accorded certain 
executives’ privileges than with the 
amount of salary they were to make. 
He discovered on further probing that 
the chief cause for the dissatisfaction 
of these men with their present jobs 
was that seemingly minor privileges 
were denied them rather than any real 
dissatisfaction with either the salaries 
or the jobs. While this does not prove 
per se that discrimination within insur- 
ance company ranks is bad, it serves 
as an indication that differentiation be- 
tween the grades is highly important 
to certain individuals. 

One may hazard a_ generalization 
about Americans and say that they are 
peculiarly opposed to class or job 
stratification. It has certainly been the 
bane of the Marxists that most Amer- 
icans do not consider themselves mem- 
bers of any particular class and that 
class warfare slogans have had a 
negligible appeal. 

Similarly, it seems safe to say that 
the biggest gripe of American GIs in 
the last war was not against the hard- 
ships or the food or the danger, but 


against the rigid social lamination of 
ranks. The average American enlisted 


man who in many respects found him- 
self a “second-class citizen’ while in 
the armed forces, simply could not get 
the idea through his head that he was 
officially the social inferior to any other 
man and that on this basis he was for- 
bidden social access to the many places 
which catered only to officers. At the 
heart of all service publications popular 
with the GI was this indigestible dis- 
tinction between the officers and en- 
listed men and the very real barrier 
that the enlisted man had to hurdle be- 
fore he could be made a “gentleman by 
an act of Congress.” Such a preoccupa- 
tion with this feature of military life 
was frequently incomprehensible to 
soldiers of other nations who had strong 
class precedents in their civilian lives. 

Undoubtedly the analogy of the 
military organization to an insurance 
company is not completely apt, but we 
think there is enough parallelism and 
enough here revealed of the American 
character to make the subject worth 
mentioning. Those very insurance em- 
ployes who were more concerned with 
whom they were to dine than what 
salaries they were to make could be 


found during the war at officer candi- 
date schools undergoing unbelievable 
physical and mental torture for the 
sake of crossing over into the first-class 
category, though their pay and their 
jobs would have been better had they 
remained master sergeants. One might 
say in such cases that discrimination 
between the ranks inspired these men to 
upward progress. On the other hand, 
there were many more soldiers who did 
not make OCS who became thoroughly 
embittered against variance ‘of treat- 
ment in the military system to the ex- 
tent that their efforts were impaired 
and they were of little value to them- 
selves or anyone else. 

There are those who say that social 
discriminations have to exist within a 
military organization, because of the 
necessity for complete obedience which 
the advocates of “familiarity breeds 
contempt” would say is not possible 
otherwise. No one can pretend that 
such autocratic necessity is present in 
the case of an insurance company. We 
are not maintaining that there should 
be no social privileges accorded the 
higher officials of an insurance com- 
pany, but we are saying that they should 
never be emphasized or ostentatious to 
the point that men in the ranks are 
humiliated. We maintain further that 
the granting of any special rights to 
a class of insurance company officers 
or employes should be studied care- 
fully before made with the idea of meas- 
uring the effect upon general company 
morale. Any move to set aside one 
group as elect from the others should 
be weighed from the point of neces- 
sity. Are these privileges valuable 
enough to those who are to receive 
them to balance off any adverse effect 
they might have upon the entire group? 

According to the democratic ideal as 
we interpret it, the company would be 
the most successful which had the few- 
est demarcations between executives, 
supervisors and employes. The ideal is 
never attainable and certain conditions, 
such as large size may make “one big 
family” impossible in reality, but they 
do not make approximation of the 
ideal any the less desirable where it is 
at all practicable. 

In the cases of the men whose dis- 
affection from their companies was 
mentioned at the outset of this editorial, 
we saw efficient and promising young 
men lost to an organization when such 
a loss was preventable. The company 
from which they resigned, and many 
other companies, should review their 
employe policies with an eye towards 


spotting such trouble areas and then 
not merely attempt to sweeten the in- 
dividual situations but to reexamine the 
hierarchy for further signs of unneces- 
sary inequities. 

It is within the American tradition 
for a man to rise from the bottom and 
few object to the necessity of such an 
ascent. The American is geared to only 


PERSONALS 


Carson E. Bechtel, Salt Lake City 
manager of Mutual Life, has been ap- 
pointed director of the 19% 50 drive for the 
sale of Treasury bonds there. 

Cecil Woods, president Volunteer 
State Life, has been appointed vice- 
chairman of Tennessee citizens commit- 
tee on the Hoover report. 

Dan Brooks, manager of the invest- 
ment department of National Life & 
Accident, has been elected a director of 
Peabody College. 

Rudolph R. Placek, manager of Pru- 
dential at Louisville district 1, was hon- 
ored at a dinner observing his comple- 
tion of 35 years with the company. Mr. 
Placek joined Prudential as an agent at 
East St. Louis, III. 

Rollin M. Clark, executive vice-presi- 
dent of Continental Casualty and Con- 
tinental Assurance, has gained greatly 
in strength and expects to be able to 
return to his duties in another month, 
after having been incapacitated due to 
a heart ailment since late last year. 








Program for Pennsylvania 
Assn. Annual Completed 


Banquet speaker for the annual meet- 
ing ‘of Pennsylvania Assn. of Life Un- 
derwriters at York, May 25-26, will be 
Jack E. Rawles, director of training of 
Reliance Life. Luncheon speaker will 
be Walter A. Craig, State Mutual Life, 
Philadelphia, editor of the C.L.U 
journal. The annual meeting of ‘be 
Pennsylvania Leaders Round Table will 
take place in the afternoon of the first 
day and the annual banquet that eve- 
ning, followed by committee meetings. 
The women’s committee breakfast will 
be held on the second day followed by 
the general delegates session, the lunch- 
eon and the organization meeting. 


Seek Income Tax Deduction 


The next session of the Minnesota 
legislature may be asked to enact a law 
providing for a deduction in state in- 
come tax of life insurance premiums. 
Directors of St. Paul Assn. of Life Un- 
derwriters have urged the state associa- 
tion to investigate the subject, with the 
idea of proposing legislation. along the 
lines of that in. New York state. 








N. Y. Dept. Examiners Elect 


The Assn. of New York State In- 
surance Department Examiners has 
elected Solomon Bendet president; Ed- 
mund J. Pieret and William Karlin 
vice-presidents; Miss Patricia Ryan 
secretary, Philip M. Levine treasurer. 


Former Deputy Carl F. Typermass 
and Associate Actuary Max J. Schwartz 
addressed the meeting on TDB. 


the minimum of social didtereaae 
between his station and that of jj, 
superiors, however, and feels that any 
unnecessary trappings of rank are af. 
fronts to his dignity and may pro» 
real barriers to his climb. A man fg, 
a better chance of achieving Sreatness 
if he is permitted intercourse with the 
great on comparatively equal terms, 








Slate Baird to Head 





N. Y. City Assn. 


Harold W. Baird, 
hannsen agency of 
tual, has been nom- 
inated for president 
of the New York 
City Life Under- 
writers Assn. to 
succeed Harry Ard, 
Connecticut  Gen- 
eral. Mr. Baird en- 
tered the business 
with ‘Northwestern 
Mutual at Chicago 
in 1935 and after a 
year and a half be- 
came assistant man- 


of the A. 
Northwestern Mu. 





ager for Reliance 

Life there. In 1940 

he went with the  "#reld W. Batra 
Johannsen agency which was then jy 
Brooklyn. He is an army veteran, 


The official slate also includes John 
H. Evans, Home Life of New York 
administrative vice-president; Charles § 
McAllister, New England Mutual, pub. 
lic relations vice-president; Harold N. 
Sloane, Continental Assurance, educa- 
tional vice-president, and Louis VW. 
Sechtman, Aetna Life, treasurer. 

Nominated for three-year terms a 
directors were Irving R. Aaronson, 
Metropolitan Life; George P. Coleman, 
Massachusetts Mutual; Harry K. Gut 
man, Mutual Life; Lambert M. Hup- 
peler, New England Mutual; Philip L. 
Klyne, State Mutual; H. N. Rentner, 
Berkshire Life, and Gustave Steiner, 
Aetna Life. Edwin Bukofzer, New York 
Life, was nominated for a two-year term 
as director. The election will take place 
at the annual meeting on June 8. 

George P. Shoemaker, general agent 
Provident Mutual, gave his talk, “No 
Death of a Salesman.” 

Brooks Palmer, Equitable Society, and 
Hubert Davis, Union Central received 
certificates for their work as instructors 


of the L.U.T.C. course in the past 

two years. 

Mrs. Eberly at Hartford 
HARTFORD—Mrs. Marion Stevens 


Eberly, director of the women’s divi- 
sion of Institute of Life Insurance, 
spoke at the third of a series of financial 
forums for women, sponsored by Hart- 
ford-Connecticut Trust Co. 

She urged that women learn more 
about finances, and that they take an 
interest in their family’s insurance pro- 
gram. She stressed the value of op- 
tional settlements for life policies, urged 
a periodic review of each family’s insur- 
ance program, and noted the value oi 
insurance in producing cash to settle in 
heritance taxes. 
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~__ DEATHS 


4. M. STANLEY of Berkeley, Cali- 
jornia state director of the State Farm 
companies Of Bloomington, IIl., died 
of a heart condition at Bloomington 
while attending a meeting of state di- 
rectors there. His age was 61. He had 
heen with the State Farm organization 
99 years. Five executives of the State 
Farm companies went to Berkeley for 
the funeral that was held last Friday, 
they being, A.. W. Tompkins, Adlai 
Rust, Morris Fuller, R. P. Mecherle 
and C. F. Campbell. 


CHARLES D. GOASLIND, 89, for 
four years in the early 1900's Idaho's 
insurance director, died at Salt Lake 
City from a heart ailment. Since 1920 
he had been with the historian’s office 
of the Latter Day Saints church. 

NATHANIEL P. GARDNER, 76, 
former registrar of Mutual Benefit Life, 
died at Orange, N. J., Memorial Hos- 
pital. He was with the company 52 
years when he retired in 1945. 

WILLIAM H. HOLMAN, JR., 54, 
general agent of Connecticut Mutual in 
New York City, died of a heart attack 


at his home in Flushing, N. Y. He had 
been in the business 25 years. He was 


with Equitable Society in Baltimore in 
1938 when he left to join Connecticut 
Mutual at New York. 

ROBERT BARTON, 83, former as- 
sistant secretary of Massachusetts Mu- 
tual Life, died in Springfield, Mass., 
Hospital from a coronary attack. He 
had retired in 1948 after 61 years of 
service with the company, the longest 
home office record in Massachusetts Mu- 
tual history. Mr. Barton started as an 
ofice boy, was promoted to the policy 
department and then transferred to the 
renewal department where he became 
manager in 1917. In 1924 he was made 
assistant secretary in charge of the re- 
newal and personnel departments. 

FREDERIC BROOKFIELD, assist- 
ant manager at Syracuse for John Han- 
cock, died after 10 months’ illness. He 
was an assistant maanger at Bingham- 
ton before transferring to Syracuse. 


Jefferson Standard Meet 


Jefferson Standard Life held a con- 
ference for its managers who have been 
appointed since 1944. K. C. Wright, 
Durham, spoke on recruiting and W. A. 
Reynolds, Spartanburg, S. C., spoke on 
induction and training. The meeting was 
opened by Karl Ljung, agency man- 
ager, and speakers included Miss Mary 
Raylor, agency secretary. A similar two- 
day meeting will be held later in the 
year for the older managers from the 
point of service. 


New Paul Revere Office 


Alexander A. McLeod has_ been 
named general agent for Massachusetts 
Protective and Paul Revere Life at 
Long Beach, Cal. 

Mr. McLeod resigned as field director 
of Pacific Mutual. He entered the in- 


surance business at Muskegon, Mich., 
with Mutual Life in 1943. In 1947 he 


became assistant field director of Pacific 
Mutual. 





Represents Bankers, Neb. 
@ 


L. J. Switzer has 
been appointed 
general agent at 
Boone, Ia., for 
Bankers Life of 
Nebraska. He has 
had 12 years’ expe- 
rience in life insur- 
ance. He is an 
army veteran 








XUM 








OBSERVATIONS 


Praises Equitable Investments 





| 
| 


| 
| 


In addressing top executives of the | 


Conference of Mutual Casualty Compa- 
nies at Highland Park recently, Robert 
F. Main, Philadelphia investment coun- 
sellor, boosted the stock of Equitable 
Society, figuratively speaking, by prais- 


ing the society and its president, Thom- | 


as I. Parkinson, for audacitv in 
field of investments. Mr. Main, who 
for many years was with Home Life and 
then financial secretary of Provident 
Mutual, advised the casualty company 
executives present to emulate the inde- 
pendent investment. philosophy of Equi- 


the | 


table Society, to analyze each invest- | 


ment situation not from the point of 
view of book value or traditional prac- 
tice, but from the point of yield. His 
advice was that the intelligent investor 
will buy for 50 cents on the dollar 
where others will not take an issue 
which research shows strong but which 
fails to fit tradition. He advised his 
hearers to forget book values and to 
figure out what the market vields will 
be, saying that this factor is what is 


important to the company and its pol- 


icyholders. 


A Good Talking Point 


A home office official tells this story 
to illustrate the advantages that go with 
a successful career as an able agent. 
Recently a good agent in one of the 
eastern states learned from his doctor 
that his wife’s health would be impaired 
unless she moved to dry climate in the 
west. 
eral agents that he had met at company 
conventions with whom he thought he 
would like to go. He asked if they had 
an opening for him. He had no trouble 
getting a start in the new area because 
his sales record had been good. Finances 
ing arrangements were easily made. In 
what other business can this be done? 
the recruiter asks. 


On the Spot Dealings 


One of the reasons for the establish- 
ment of regional offices by large com- 


He sent telegrams to three gen- | 





panies either for an over-all company | 


operation or for different departments 
is said to be the hoped for retention by 
the large organization of the advan- 


tages of a small company. There is an | 


intangible improvement in efficiency 
that results in close, on-the-spot con- 
tact between insurer and those with 
whom it is doing business. It is a 
fundamental concept in human relations 
in business dealings whether they con- 
cern the sale of a policy, the purchase 
of bonds, or a mortgage loan. 


Coordinated Thinking 


Big-company executives frequently 


ponder about how they can get a small- | 


company touch into. their 
ly departmentalized it becomes. The 
mortgage loan department of one large 
company recently turned down a re- 
quest from the owner of a $100,000 pol- 
icv. The agency department was ready 
to invade the mortgage branch in high 
dudgeon. Agency men think a company 
should think twice before turning down 
such a request. Inter-departmental co- 
ordination is seriously needed by the 
big company. The $100,000 
holder may be the center of influence 
from which several million dollars 
new business may come. 


cece oe STE an | nn = 


Winner in the contest conducted by 
Milwaukee Life Insurance & Trust 
Council among law students at Univer- 
sity of Wisconsin, and Marquette Uni- 
versity, will be announced at a dinner- 
meeting May 22. The contest was on 
“Drafting of Wills.” Guests will in- 
clude the deans of the Wisconsin and 
Marquette law schools. 


operations. | 
The bigger the company, the more rigid- | 


policy- | 


of 
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John Hancock Names Wray 
Cincinnati General Agent 


John Hancock has appointed William 
l, Wray 


W. agent at Cincin- 
nati. He succeeds 
George Visonhaler, 
who recently went 
to the home office 
as manager of gen- 
eral agencies. 

Mr. Wray has 
been with Hancock 
since entering in- 
surance in 1935 at 
Huntington. In 
1942 he joined the 
Charleston agency, 
eventually becom- 
ing assistant gen- 
eral agent. He has 
been at the home 
office since the first part of the year. 


Knoflicek to Succeed 
Harriss for Bankers, Neb. 

R. C. Harriss will retire as general 
agent of Bankers Life of Nebraska at 
Fremont June 1. Joseph Knoflicek of 
Plattsmouth will succeed him. Mr. 


general 





Ww. W. Wray 


Knoflicek has been with the 
12 years. 

At a dinner in Mr. Harriss’ honor the 
home office was represented by H. S. 
Wilson, president; C. H. Heyl, vice- 
president; S. R. Purtzer, statistician, and 


Dan Cieverling, agency assistant. 


company 





Franklin Ups Bevan; Fills 
Baltimore Agency Post 


Franklin Life has appointed Harry W. 
3evan as regional sales manager at De- 
troit and has named 
Benjamin Carlin f a 
and Morton M. | ] 
Robinson as gen- | “1 
eral agents at Bal- 
timore. 

Mr. Bevan en- 
tered life insurance 
with Prudential in 
Detroit in 1936 as 
a debit agent. On 
return from the 
navy in 1944 he 
was appointed divi- 
sion manager for 
American Hospital 
Medical Benefit. By 
March, 1945, he led 
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| PAUL MOUNTCASTLE, PRES. 


SECURE 


You—of your own 
free will — choose 
the Life Security 
youand your fam- 
ily want, when 
you select your 
Life & Casualty 
. program. You get 
what you pay for 
—not a dole. 
Investigate now! 
Compare, too! 
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tion and set a new sales record. Later 
that year he joined Great-West Life at 
Detroit and was promoted to supervisor 
in 1946. In 1948 he opened a Detroit 
agency for Northern Life of Seattle. He 
developed the agency to a million dol- 
lar per year pace. He resigned last 
December to join Franklin Life as gen- 
eral agent in Detroit. 

Mr. Carlin entered the insurance busi- 
ness 15 years ago as an agent in Bal- 
timore for Metropolitan Life and for 
13 years has been assistant manager. 
Mr. Robinson has been with Metro- 
politan since 1928 and in 1934 became 
assistant manager in Baltimore. 





Names Meinstein, Meyers 


Eastern Life has named Clifford M. 
Meinstein and Charles Meyers general 
agents in New York City. They will do 
business as the Direct Agency, Inc. 

Both entered the business as personal 
producers in 1947 after army service. 
Mr. Meyers later was a supervisor in 
the Sichenze agency of United States 
Life in Brooklyn. 





Prudential Ups Engle 


Edward E. Engle has been named 
manager at Sacramento by Prudential 
as of June 1. He has been assistant 
manager their for three years, while the 
office was under the jurisdiction of the 
Oakland office. Sacramento is now a 
separate branch. 





Forsey in Toronto Post 


Canada Life has appointed Clayton H. 
Forsey as manager of its west Toronto 
branch. He replaces A. H. Moffat who 
has resigned to take another position. 
Mr. Forsey joined Canada Life in 1925. 


Hodgkiss in Tex.-Okla. Post 


Capitol Life has appointed as super- 
intendent of agencies for Texas and 
Oklahoma William S. Hodgkiss of Bon- 
ham, Tex. He succeeds E. W. Genens, 
who will be transferred to the home 
office to continue organization work in 
the Denver area. 





Opens Wichita Falls Agency 

American Hospital & Life has opened 
an agency at Wichita Falls, Tex., with 
J. D. Logan as manager. 





Andrew J. Christensen has been ap- 
pointed assistant manager of the Lynch- 
burg, Va., branch of Prudential’s Roa- 
noke agency. He succeeds William D. 


Zydiak, who has been transferred to the 
home office as an associate regional 
manager. 


Alestair Conacher of Hamilton, Ont., 
has been appointed supervisor in charge 
of the newly opened agency of Canada 
Life in Buffalo. He is a Canadian air 
force veteran. 

The George Young agency of Syra- 
cuse, N. Y., has appointed Gordon T. 
Ketchum as manager of the life depart- 
ment. He entered the business in 1946 
with the Syracuse office of Security 


Mutual Life of Binghamton and was 
made a supervisor in 1948. i 
air force veteran. 

H. D. Campbell, formerly of Rock- 
ingham, N. C., has been appointed man- 
ager of a new office of Durham Life at 
Hartsville, S. C. 


He is an 


in offering special services for group policy- 


owners thru its unique Salary Savings Plan. 
Represented only by full-time fieldmen. 
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Pacific National Rally 
June 5-7 at Los Angeles 


The annual convention of Pacific Na. 
tional Life will be held at Los Angeles 
June 5-7 under the leadership of Ra 
H. Peterson, president. General chair. 
man is Kenneth W. Cring, vice-president 
and superintendent of agencies. 

Climaxing four days of entertainment 
and business sessions will be Mr. Peter. 
son’s reception and a dinner dance 
Those from home offices will include 
besides Mr. Peterson and Mr. Cring 
L. R. Messinger, actuary, and Dr. Frank 
D. Spencer, medical director. 

Speakers will be Herschell Whitmer 
Honolulu; J. L. Hawley, Denver; A. W. 
Schalkau, Spokane; B. Hathaway 
Beaverton, Ore.; Clifton Johnson, Salt 
Lake City; R. A. Virgen, Mesa, Ariz. 
and Al. F. Forrest, Los Angeles. 





Penn Mutual Regionals 


Penn Mutual Life held a_ regional 
conference of its Philadelphia, Wilming. 
ton and Trenton agencies at Pocono 
Manor. A second regional for its south- 
a agencies was held at Pante Vedra, 
‘la. 

General Agents Joseph H. Reese, 
Philadelphia; Leo D. Rothensies, Wil. 
mington, and Donald L. Ward, Trenton, 
were chairmen at the first conference, 
The southern regional was led by Gen- 
eral Agents James M. Thurman, 
Raleigh, and Richard S. Pomeroy II], 
Miami. 


Midland Mutual Dates Set 

Midland Mutual Life will hold its 1951 
convention April 25-27. The place has 
not been announced. 





Committees Set Up on 
Ky. Agents’ Examinations 


LOUISVILLE — Insurance _ Director 
Southall has appointed four committee 
chairmen of an advisory group of in- 
surance men to make recommendations 
regarding the examination and licensing 
provisions of the new insurance code 
which goes into effect Sept. 1. 

The chairmen, each of whom will 
head a committee of agency and com- 
pany men engaged in his line of busi- 
ness, are: James L. Moss, Connecticut 
Mutual, life; William P. Tate, Inde- 
pendence Life & Accident, A. & H.,; 
Rollie M. Guthrie, State Auto Mutual, 
casualty and surety, all of Louisville, 
and Charles M. Moore, Bowling Green 
local agent, fire and allied lines. 

Meeting with department officials at 
the office here, the group discussed “the 
scope, type and conduct of written ex- 
aminations” for agents and_ solicitors 
and set the following meeting dates for 
each of the committees: Life, May 16; 
A. & H., May 17; fire and allied lines, 
May 18; casualty and surety, June 2. 
All meetings will be at the departments 
Louisville office. 

Participating in the conference here 
were Director Southall, C. J. Baugh, 
assistant director; and E. F. Heil and 
Gamble Dick, associate directors. Under 
the new code, applicants must submit 
to written examination. The advisory 
serve without pay. 








Sponsors Health Program 


Minnesota Employers Assn. is spon- 
soring a health-welfare insurance pro 
gram for its members and their em- 
ployes. It includes group life insuf- 
ance, weekly accident and health bene- 
fits, daily hospital benefits and hospital 
extras. Minnesota Mutual Life and 
Northwestern National Life are the in- 
surers, 


The Penn Mutual Quarter Million 
Dollar Club will meet at White Sul- 
phur Springs, W. Va., at the end of 
May, 1951. 
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Los Angeles Broker Gives 
Ideas on A. & H. Insurance 


LOS ANGELES—William E. Ros- 
kamp, Jr., insurance broker, gave 
4, & H. Managers Club of Los Angeles 
his views of what the companies writing 
A, & H. insurance should do to counter- 
act the encroachment of socialistic 

ds. 
7 declared the companies should 
nave a broad policy, one really broad, 
should have a rate book that is simple 
and not one so complicated that an 
agent has to write the home office for 
interpretations. He said A. & H. is the 
most vulnerable insurance line, due to 
the state fund, unemployment insur- 
ance and GI insurance. ; 

He declared that the A. & H. field is 
the most productive one for agents. 
He demanded that the companies put 
more education in the manuals or else 
put the information in the manuals in 
such simple form that the agent can 
understand it. 

There should be a move, he said, 
toward a policy that states simply and 
exactly what the buyer will have and 
also what he will not have. 

He summed up his talk by asking 
for a simple manual, a broad standard 
policy and a total market. He declared 
that if private industry does not offer 
a market for all risks at some premium, 
there will develop an undetermined 
amount of pressure for those risks to 
be written somewhere, and that some- 





Williamson, Miss Donlon on 
H. & A. Conference Program 


The program for the annual meet- 
ing of H. & Underwriters Con- 
ference, to be held at Hotel Statler, 
New York, June 5-7, will include dis- 
cussions of a number of vital problems 
confronting A. & H. insurance today. 

W. Rulon Williamson, noted actuary, 
will speak on “Death ’n Taxes” June 5. 
He was an actuary of Travelers for 
many years, and in 1936 became actu- 
arial consultant to the social security 
board and then the social security ad- 
ministration. Since 1947 he has been in 
private actuarial practice at Washing- 
ton, D. C. 

“The New York State Disability 
Benefits Law and Its Responsibilities” 
will be discussed by Mary Donlon, 
chairman, New York state workmen’s 
compensation board. 

A departure from annual meetings of 
the past few years is the open forum, 
scheduled for Tuesday afternoon, June 
4. Statutory disability laws will be re- 
viewed by Francis T. Curran, super- 
visor statutory disability division Com- 
mercial Casualty, to be followed by a 
discussion of the work of the under- 
writing committee of the conference, 
led by its chairman, D. B. Alport, Busi- 
ness Men’s Assurance. I. A. Weaver, 
Secured Casualty, chairman of the Con- 
lerence hospital insurance committee, 
will be the discussion leader on recent 
trends in hospital coverage. C. : 
Pauley, conference managing director, 
will discuss the latest developments in 
the writing of catastrophic coverages. 


International A. & H. Assn. 
Convention Cruise Outlined 


Early reports indicate an unusually 
heavy registration for the 1950 conven- 
tion of International Assn. of A. & H. 
Underwriters. This year’s meeting is 
being held on the cruise ship, Greater 
Detroit, sailing from Detroit June 26. 
The ship will sail on Lake Huron, 
with stops at Midland, Ont., Sault Ste. 
Marie and Mackinac Island, and will 
dock at Detroit at the close of the con- 
vention June 30. 

In addition to several notable speak- 
ers, ample consideration has been given 
to vacation activities. A shopping ex- 
cursion is planned for Midland. A golf 
party and a carriage drive have been ar- 








XUM 


ranged for Mackinac. A visit to the 
famous Soo locks is also a_ highlight 
of the trip. 

Novel feature of the convention 
schedule, which is hoped will become a 
regular event hereafter, is a forum for 
local association delegates and officers. 
It will be used to acquaint local asso- 
ciation representatives with their re- 
sponsibilities in association activities. 
Moderator for this forum will be Wesley 
J. A. Jones, executive secretary. 


A. & H. Sales Portfolio to 
Be Memorial to Gordon 


The Lebby-Gordon Memorial com- 
mittee, recently created by the executive 
board of International Assn. of A. & H. 
Underwriters, has announced the prep- 
aration of a sales portfolio, “Successful 
Ideas for A. H. Sales.” It will be 
dedicated as a memorial to the late 
Harold R. Gordon, who was managing 
director of H. & A. Underwriters Con- 
ference. Recognizing Mr. Gordon’s 
intense interest in the selling problems 
of the A. & H. producers, the commit- 
tee, headed by E. H. (Count) Mueller 
of Milwaukee, decided upon this project 
as the most fitting enshrinement of his 
memory. 

The portfolio will contain 100 varia- 





tions of A. H. selling techniques de- 
veloped by outstanding producers. 


Publication is scheduled for Sept. 1. 





Testimonial to Stumpf 


A testimonial dinner for Charles B. 
Stumpf, president International Assn. of 
A. & H. Underwriters, was given by 
the local association at Madison, Wis., 
his home city, Monday night. Stanley 
Olyniec, Washington National, Milwau- 
kee, was the principal speaker and was 
accompanied by a delegation of 25 Mil- 
waukee A. & H. men. 

Special guests included President EF. 
A. McCord and Vice-president C. C. 
Inman of Illinois Mutual Casualty, for 
which Mr. Stumpf is general agent at 
Madison; Wesley J. A. Jones, executive 
secretary; Carl A. Ernst, North Amer- 
ican L. & C., St. Paul, treasurer, and 
E. F. Gregory. Business Men’s Assur- 
ance, Denver, chairman executive board 
of the International association. 

Mr. Stumpf received a traveling bag 
as a gift from the Madison group and 
his other friends. 





O’Connor Active in Ohio 


E. H. O’Connor, managing director 
of Insurance Economics Society, has 
been spending considerable time in Ohio 
watching the developments of the com- 
mission on disability compensation, and 
appearing before business groups in 
that state. 

He has already appeared before Ohio 
Trade Executives Assn. at a luncheon 
meeting at which 47 different industries 
were represented and the convention of 
Ohio Bankers Assn. at Columbus. He 
addressed the buyers’ and executives’ 
conference at Columbus Tuesday and 
the house of delegates of Ohio Medical 
Society at Cleveland May 17-18. 

He is also scheduled to address the 
annual meeting of South Dakota Medical 
Society at Huron next Monday. 





Increase Tenn. “War Fund” 


NASHVILLE — Tennessee Medical 
Assn. at a meeting here increased mem- 
bership dues from $10 to $50 annually 
to provide a larger “war fund” to finance 
“a concerted effort to prevent the estab- 
lishment of any system of socialized 
medicine.” A system of medical and 
hospital insurance inaugurated by the 
association is proving very successful, 
with policies sold by 16 insurance com- 
panies. 


New A. & H. business of Massachusetts 
Protective and Paul Revere Life for the 
first four months of the year was 39% 
greater than the same period last year. 
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; hrough the ages, men have looked to the sword for 
security. All too often, the sword has brought them only 
to serfdom. Today, men can achieve security with a stroke 
of the pen—and at the same time write their own edict 
of independence. This is what they do when they make 
use of the truly democratic institution of Life Insurance. 

We whoare associated with Pacific Mutual are 
proud to be part of this great institution of Life Insurance; 
esecially proud that through the basic protection of our 
Pacific Mutual New and Unusual Savings Plan and our 
complete range of Life, Accident and Sickness, Retire- 
ment, Annuity and Group Plans, we can help men attain 


security with independence. 


Pree Mutual 


LIFE INSURANCE COMPANY 
Home Office: Los Angeles, California 


GENERAL AGENCIES IN PRINCIPAL CENTERS THROUGHOUT FORTY STATES 
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Building new Accident and 
Health policy-forms? Our 
stock-pile of 34 years of com- 
posite experience in these lines 
contains much valuable infor- 
mation. An answer to your 
problem may be in our files, 
and it is yours for the asking. 


Emyaloyers 
Reinsurance 
Corporation 


KANSAS CITY 
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wanna f 


7 


Pay 


fatal 


SIEEE 





[real 


quis 


The. 
United States Life 


Insurance Company 
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This is the Centennial Year of a substantial growing company 
offering unusual opportunities to agents and brokers. 

Our portfolio offers CompLETE coverage in Life, Accident & 
Health, Hospitalization and Group policies. As an example, 
nearly a score of Accident & Health policies are included. 
Brokerage and surplus business are specialties of this company. 

A new and unusual policy offered in the first year of our 
second century is the Centennial Income Agreement, embody- 
ing novel and highly salable talking points. 

New ideas, new plans, new sales opportunities for alert and 
diligent agents, are giving The United States Life extraordinary 
growth. The years ahead hold great promise for this company 
and its associates. 


The United States Life 


INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
84 WILLIAM STREET * NEW YORK/7, N.Y. 


1850+ Our 100th Anniversary Year + 1950 
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Zimmer Heads 
Ohio Association 


Robert K. Zimmer, general agent of 
Penn Mutual at Columbus, was elected 
president of the 
Ohio Life Under- 
writers Assn. at the 
annual convention 
in Dayton. A past 
president of Day- 
ton agents and 
managers associa- 
tions, he succeeds 
Charles E. Spencer 
of Toledo. Other 
officers are: Rus- 
sell Cahall, West- 
ern & Southern, 
Dayton; John Len- 
hart, Great-West, 
Cleveland; Claude 
Wetherill, Union Central, Springfield; 
Henry Blohm, Provident Mutual, Cin- 
cinnati, and Edward R. Heintzman, 
Aetna Life, Warren, vice-presidents; 
Homer Trantham, Columbus, secretary 
and counsel. The next meeting will be 
in Akron May 11-12, 1951. 

Speakers at the sales congress in- 
cluded: Donald F. Barnes, director of 
promotion and advertising Institute of 
Life Insurance; Robert W. Osler, editor 
of the Insurance Salesman; James E. 
Rutherford, vice-president Prudential; 
Daniel Casasanta, Metropolitan, 
Springfield, O.; Ralph L. Lee, General 
Motors, Detroit; A. H. Kollenberg, Mu- 
tual Benefit Life, Grand Rapids; Judd 
C. Benson, Cincinnati, president of 
N.A.L.U.; Hal St. Clair, Cincinnati, 
editor of the Agents Diamond Life Bul- 
letins, and Dr. Arthur S. Flemming, 
president of Ohio Wesleyan University 
and member of the Hoover commission. 


Sees High Level of Sales 


Mr. Osler said that he believes that 
production levels will remain high but 
that agents will have to sell more effec- 
tively. Increased social security, mass 
selling, and industry pensions won’t 
hurt the production of the good agent, 
he said, and the importance of the agent 
is going to be more widely recognized. 
The speaker said he expected to see 
some real revision in the compensation 
setup. 

Mr. Osler expressed the belief that 
the biggest danger to the agent is his 
own mental attitude. The selling pat- 
tern is changing, he said, and he opined 
that life insurance will be the line on 
which the last battle for democracy will 
be fought. Life insurance will become 
increasingly important, he said, because 
high taxes and low investment yields 
have ruined direct investment and sav- 
ings. Other than government handouts, 
insurance is the only product that will 
give security, he asserted, and added: 
“As people depend more and more on 
life insurance, the more they will realize 
the value of a real counsellor.” 


Public Interested but Cynical 


Mr. Barnes said that today people 
are more interested in and more cynical 
about the life insurance business than 
ever before. The agent has to be 
equipped to answer the _ half-informed 
criticisms that get into print. Mr. 
Barnes showed what the institute is do- 
ing to inform people. 

“Frankly, the public likes life insur- 
ance agents a lot better than the agents 
like each other,” he said. “Too much 
selling is pitched to shooting holes in 
the job some agent before you has done 
for the prospect. Furthermore, until 
industrial and ordinary agents under- 
stand each other better, we’ll never have 
the full public relations value of the 
field forces.” 

Mr. Rutherford said the agent is 
really six men: an evangelist of private 
enterprise, practically the only one left; 
creator of confidence in the future; 
maintainer of homes and businesses; a 





R. K. Zimmer 


mii 
sustainer of credit; an educator of chi. 
dren; and a supplier of respectability 
in old age. 


Nussbaum I} Named 


as Wis. President 


OSHKOSH, WIS.—A. Jack Nuss. 
baum, Massachusetts Mutual, Milway. 
kee, was. elected 
president of Wis- 
consin Assn. of 
Life Underwriters 
at the annual meet- 
ing here. He suc- 
ceeds Frank 4G. 
McNamara, Old 
Line Life, Wauke- 
sha. Charles W. 
Tomlinson, Bank- 
ers of Iowa, Mad- 
ison, was named 
administrative vice- 
president; Eugene 
C. Ebersol, Lincoln 
National, Milwau- 
kee, vice-president, and Edward ¢ 
Schroeder, New York Life, Appleton, 
secretary. Regional directors were 
elected to the 14 local associations 
throughout the state. 

The next state convention will be 
held at Milwaukee in May, 1951. | 
was announced that the state association 
is cooperating with University of Wis. 
consin school of commerce for a life 
insurance conference and seminar at 
Madison Aug, 6-11, 

Mr. Nussbaum, the new state presi- 
dent, is national committeeman and a 
past president of the Milwaukee Assogj- 
ation; regional vice-chairman of. the 
N.A.L.U. membership committee; mem- 
ber of the Million Dollar Round Table, 
and has been endorsed by the Wisconsin 
state and 14 local associations as can- 
didate for trustee of N.A.L.U 


Coffel Round Table Chairman 


Wisconsin Leaders Round _ Table 
elected Clyde S. Coffel, Phoenix Mutual, 
Milwaukee, chairman to succeed Harold 
R. Noer, Wisconsin Life, Madison; 
Lawrence E. Balza, New York Life, 
Green Bay, vice-chairman, and Lester 
A. Wilbert, Northwestern Mutual Life, 
Milwaukee, secretary. 

The program for the meeting, in 
charge of Alfred Korbel, Central Life of 
Iowa, Milwaukee, was devoted to a talk 
on “Some of the Tax Aspects of Estate 
Planning,” by Harold G. Wines, assist- 
ant trust officer First Wisconsin Trust 
Co. of Milwaukee, in charge of the tax 
department. A general round-table dis- 
cussion followed. 

Mr. Boardman made a sstirring talk 
in which he warned against the doc- 
trines of statism masquerading 4s 
humanitarianism. He pointed out that 
two of the great instruments by which 
statism popularizes its utopian proposals 
and encroaches ever further toward con- 
trol over the economic and_ political 
life of a people are progressive taxa 
tion and cheap money. 

Wisconsin National had a_ head 
quarters room at which Wisconsin 
cheese and beer were dispensed. 


A. Jack Nussbaum 





Mich.-Detroit Congress 
Has Field Problems Panel 


Under the joint sponsorship of the 
Michigan Life Underwriters Assn. and 
the Detroit association, “Your Half- 
Century Sales Congress” was presented 
at Detroit. Arthur R. Gremel, Manu- 
facturers Life, Saginaw, state presi 
dent, introduced Bill A. Schauer, gen- 
eral agent Penn Mutual, Detroit asso- 
ciation president, who extended greet 
ings of the local association. 

The business meeting included a re- 
port on Michigan legislative activities 
by Norman D. Reynolds, counsel for the 
state association. Announcement was 
made that the scope of the Life Under- 
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writers Training Council course is to 
be extended state-wide and that Harry 
N. Phillips, Sun Life, Detroit, has been 
named state chairman of L.U.T.C. ac- 
tivities. , 

The election of the slate headed by 
Stephen H. Barnard, New England Mu- 
tual, Grand Rapids, was reported in last 

veek’s issue. 
—. was a panel quiz on field prob- 
lems with Mac F. Begole, Massachusetts 
\utual, Detroit, as moderator, 
“Iudd Benson, National association 
resident, was the luncheon speaker. 

Kenneth Bearmore, Manufacturers 
Life, Detroit, as master of ceremonies 
opened the afternoon session with Isaac 
s, Kibrick, New York Life, Brockton, 
Mass, and Harry J. Syphus, general 
agent Beneficial Life, Salt Lake City, 
as speakers. 


—_—_——— 


Iowa Assn. Names 


Zaiser President 


DES MOINES—Will H. Zaiser, Pru- 
dential, Des Moines, was elected presi- 
dent of lowa Assn. of Life Underwriters 
at the annual meeting here. He_suc- 
ceeds A. ‘N. Caines, Equitable of Iowa, 
Waterloo. 

Harold Miller, Council Bluffs, Mutual 
Life, was elected vice-president and 
Everett Graber, Des Moines, Travelers, 
was named secretary-treasurer. Regional 
vice-presidents are: Northwest, George 
Gardner, Sioux City, Mutual Benefit; 
northeast, C. R. Wallace, Waterloo, 
Bankers of Iowa; southwest, Harold 
Taylor, Atlantic, Mutual Life; southeast, 
Glen Rodgers, Davenport, Prudential; 
central, Frank McCormick, Des Moines, 
Equitable of Iowa. 

The state association voted to go 
ahead with a plan of employing an 
executive secretary who would also 
serve the Des Moines association, Man- 
agers Club and C.L.U. bw 

The Des Moines association was 
awarded the achievement trophy for as- 
sociation activity. Sioux City was 
second and Waterloo third. The state 
association reported 959 paid members, 
which exceeded the 949 total by 29. 

On the question of pro-rata member- 
ships, it was agreed to accept members 
for part of a year only when the fee 
is accompanied by the following full 
year’s dues. 

The association instituted an innova- 
tion in having the local associations 
recommend candidates to the nominating 
committees for state offices. 

Roy L. Swarzman, Equitable Society, 


WANT ADS 


Rates—$12 per inch per insertion—I inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day noon in Chicago office — 175 W. Jackson 
Blvd. Individuals placing ads are requested to 
make payment in advance. 
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WANT YOUR OWN AGENCY? 


General Agent opening in Little Falls, Minne- 
sota for experienced Life Agent. Liberal com- 
missions; New Man Training Bonus; etc.; Life, 
Non-Can Guaranteed Renewable H & A and 
Hospitalization. Your confidential inquiry in- 
— Pioneer Mutual Life, Fargo, North Da- 
ota. 











PASADENA OFFICE SPACE 


Office space available in Class ''A" building on 
most important corner in Pasadena. From 200 to 
20,000 square feet. Parking. Write T. D. Rogers, 
9014 Wilshire Blvd., Beverly Hills, California. 








NEW YORK GROUND FLOOR OFFICE SPACE 
144 JOHN STREET 


One short block from two big John Street insurance 
office buildings — 111 and 116 John Street 


1100 square feet on first floor, 1100 square feet on 
second floor, also connected by private stairway. 


Newly-renovated building, air conditioned. 


Write to Holburn Agency Corporation, 144 John 
Street, New York 7, N. Y. 
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Des Moines, national committeeman, and 
Mr. Zaiser reported on the N.A.L.U. 
mid-year meeting. 

Robert I. Mehr, University of IIli- 
nois, spoke at the banquet. 

The association concluded its annual 
meeting with a sales congress at which 
the speakers included Harry R. Schultz, 
Mutual Life, president Chicago associa- 
tion; Donald F. Barnes, Institute of Life 
Insurance; Robert M. Ryker, field super- 
visor of Guarantee Mutual Life, and 
Judd C. Benson, N.A.L.U. president. 


North Dakota Life Underwriters Assn. 
elected G. Frederick Lawrence, Provi- 
dent Life, Bismarck, president; John 
Billstein, Equitable Society, Minot, and 
Milton Weber, Equitable Society, Fargo, 
vice-presidents, and F. McDonna, 
Guarantee Mutual, Bismarck, secretary. 








Salt Lake City—Jay E. Johnson, form- 
er president, who has been with Inter- 
mountain agency of New York Life for 
30 years, gave a history of the associa- 


tion, which was formed in 1905. The 
three original members still living, 
Frank Mozley, Beneficial Life; J. V. 


Smith, New York Life, and John James, 
Occidental Life, were introduced. 

Ashland, Ky.—The problem of meet- 
ing objections which are not legitimate 
is one of the big jobs confronting life 
insurance salesmen, Green M. Lee of 
Louisville declared. A careful approach 
is necessary to get the objections out 
of the mind of the prospect, but he said 
that could be done by caution and de- 
termined effort. 

Columbus, 0.—Jonathan Forman, edi- 
tor of Ohio State Medical Journal, speaks 
May 19 on “Socialized Medicine.” 

San Antonio—C. E. Wood, Franklin 
Life, is the new president; Harry Wise, 
Equitable Society, vice-president; Rus- 
sell Hoaster, Federal Life, secretary; 
Jean Weber, Connecticut Mutual Life, 
treasurer. 

It was ladies’ night and C. E. Gaines, 
vice-president Great National Life, spoke 
on “This Is a Woman’s Business.” He 
emphasized that the reason life insur- 
ance is bought is because someone loves 
his wife or his wife and children. He 
said life insurance is designed for the 
protection of women and children. 


Pontiac, Mich.—The association has 
donated 200 books on “Buying Insur- 
ance” for use in consumer education 
classes of Pontiac high school. 

Roanoke, Va.—George A. Walsh has 
been’ elected president; E. Norred 
Trinkle, vice-president, and Landon G. 
Buchanan, secretary. Mr. Buchanan was 
moderator of a forum on life insurance 
problems. 

Wilmington, N. C.—D. O. Ferrell has 
been elected president; Charlie Stephen- 
son and J. M. Sharp, vice-presidents; 
M. E. Beggs, secretary. 

Durham, N. C.—John H. Clayton has 
been elected president, succeeding 
Thomas E. Dudley, who was made chair- 
man of the executive committee. Floyd 
Rhodes, Jr., is vice-president; Paul Har- 
rison, secretary. 

High Point, N. C.—Mac Everett has 
been elected president, succeeding Leslie 
A. Andrews, who has been named na- 
tional committeeman. Lloyd Swink is 
vice-president; Reid Marsh, secretary; 
Harold Armfield, treasurer, and Gordon 
Weathers, state director. 

Austin, Tex.—Don Richardson, Amer- 
ican National, has been elected presi- 
dent; Hyrum Strong, Prudential, vice- 
president; W. G. Chote, Southwestern 
Life, secretary; John H. Sheffield, Atlan- 
tic Life, treasurer. 

Tom Johnson, Travis county probate 
judge, stressed the importance of mak- 
ing a will and discussed the problem 
when a sole proprietor dies and leaves 
his wife with minor children, indicating 
that sufficient life insurance would elim- 
inate some of the more difficult prob- 
lems. 

Dallas—Gale F. Johnston, president of 
the Mercantile-Commerce Bank & Trust 
Co., St. Louis, was the speaker. He is 
a former executive of Metropolitan Life. 
Members of the Dallas Chamber of Com- 
merce and the Dallas Clearing House 
Assn. were invited to attend. 

Quincy, Ill.—William O. Heath, vice- 
president of Harris Trust & Savings 
Bank, Chicago, characterized the bank 
and trust departments, the attorneys, the 
insurance agent and the client as a four- 
way team with one common interest. 

Northern New Jersey—The annual out- 
ing will be held une 6 at Rock Spring 
Country Club. A cocktail party before 
the dinner will be sponsored by the 
managers. 



















thanks to my Daddy's 
friend, The Protective 
Life Agent” 


Protective's complete line of 
JUVENILE and EDUCATIONAL 
policies constitute only a por- 
tion of the many plans the 
company has to offer for 


PACKAGE or PROGRAM SELLING 





PROTECTIVE. LIFE 


is a real career 


Our Compensation Plan—Includes liberal 
first-year and renewal commissions, 
vested renewals, hospitalization and 
surgical benefits, and a SPECIAL CASH 
BONUS FOR PERSISTENCY. 


Sales Aids—Complete catalog of over 
100 items to help increase your income. 
Full line to help you sell PACKAGE or 
PROGRAM. 


Our Training Plan — Includes continuous 
office and field training in successful 
sales methods, consisting of a 5-point 
learn-as-you-earn program. 


GENERAL AGENCY 
OPENINGS IN TEXAS, 
KENTUCKY, NORTH 
CAROLINA AND 
MISSISSIPPI 


A Complete Line of Policy Contracts 


Personal Relationship — Agency opera- 
tions are exceptionally flexible so that 
we can do things the way you want 
them done. 


Write Today 
for Information 


Interested?—Write today for details. 











Serving the 
South 
Since 1907. 
Insurance in 


PROTECTIVE LIFE 


INSURANCE COMPANY 


William J. Rushton, President 





force 
over 


aLAneeee $364 million. 


#0: BIRMINGHAM 























CHARTERED 
1858 


MONUMENTAL LIFE 
INSURANCE COMPANY | 


HOME OFFICE © CHARLES and CHASE STREETS 


BALTIMORE 
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= HOROSCOPE FOR BIRTHDATES = ti(it~—~S 
y= Life Companies in India 
—— Beset by Many Problems 
HORSESHOES = — 


DO NOT SELL 
LIFE INSURANCE 





—. no “luck” to selling life insurance. But selling 
it can be made considerably easier the Indianapolis 


Life way. During 45 years of service, growth and achievement, Pl IN 

Indianapolis Life men have been developed into career Ilinois 

underwriters with high average earnings. That’s because Indiana 

of the company’s traditional policy of thoroughly training — 

its sales force and equipping it with the finest sales kit of Michigan 

quality, low-cost policies. You, too, will find Indianapolis — 
‘exas 


Life men the kind of men you like to know—like to work 
with. That helps make insurance easier to sell. 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 











INVESTIGATE 
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[THE ADVANTAGES OF OUR 
AGENCY BUILDING PROGRAM 


A Financing Plan for new Agents which enables 
ee the General Agent to attract career men. 
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A well coordinated Training Course .. . 

























































































sic Screree. ° =e 
seaeaeeTaee Home Office schools and Field Training, in 
4 +Sigeday 
; saat’ our successful field-tested Overall Plan of 
t programming. 
, ;' 
eeetr Se ceccsectece, Liberal first year commissions and 
H Ay 425550, i 
sesettesteteees monthly production bonus, plus Pen- 
> TvVITr ° 
“~~ gion Plan... Successful Sales Aids and 
Incentive plans. 
Write now. Get details of our General Agent’s 
{ contract. Openings in Michigan and Ohio. 
Full line competitive pelicies— 
G par and non-par 
0 [] thy! 








NATIONAL RESERVE LIFE 


Topeka, Kansas 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 


H. O. CHAPMAN, President 

















Life companies in India are operating a lapse of four 


under a distressing number of problems, 
according to Frank 
L. Rowland, execu- 
tive secretary of 
Life Office Man- 
agement Assn., 
who recently re- 
turned from a va- 
cation trip on 
which he visited a 
number of life 
companies in Bom- 
bay and Delhi. If 
their success is 
measured in terms 
of their capacity to 
overcome adver- 
sity, he feels com- 
panies in India are to be congratulated 
upon their accomplishments. He re- 
turned thinking that problems and dif- 
ficulties present and past in this coun- 
try are very minor by comparison. 
India obtained its freedom only re- 
cently and is influenced by socialistic 
political concepts that make it very dif- 
ficult for private life companies to oper- 
ate there. The government tries to 
provide employment to the greatest 
number regardless of need or cost. It 
refuses to allow exchange to buy labor- 
saving office machinery because it feels 
this will result in fewer job opportuni- 
ties. The work schedule decreed by law 
provides for a work week of 36 hours 
but over-all only on 196 days of the 
year as compared with the U.°S. aver- 
age of 254. This is because the law 
stipulates that each employe shall have 
a one month vacation, one month sick 
leave, and 10 days casualty leave each 
year. There are 21 legal holidays. 





F. L. Rowland 


Personnel Problems 


Personnel men are almost never per- 
mitted to discharge an employe because 
to do so legal charges must be pre- 
ferred before a government labor board 
which almost always decides in favor 
of the worker. Tradition, which in In- 
dia has a quasi-legal aspect, requires an 
annual increase in salary based solely 
on length of service and merit or per- 
formance is a minor factor. Most com- 
panies have well entrenched clerical 
unions that do not hesitate to call flash 
strikes of a few hours’ duration at crit- 
ical periods when it is felt that manage- 
ment needs disciplining. 

Agency forces are almost entirely 
composed of part-time agents with a 
few full-time representatives in large 
cities. Policyholders write to home of- 
fices an average of several times a year 
to be assured that their policies are in 
force or to make some change. The vol- 
ume of correspondence is at least 10 
times higher than in U. S. companies 
and lapses and revivals are extremely 
high. 


Commission Accounting 


Commission accounting is a costly 
and complicated procedure because of 
the large number of part time agents 
under contract and the fact that their 
5% renewals are perpetual. Thousands 
of checks are drawn for amounts less 
than $1. 

The breaking up of the Indian sub- 
continent into Moslem Pakistan and 
Hindu India has forced a great national 
migration. Families have been separated 
and policies lost. Addresses are con- 
tinually changing. When the division 
was made two years ago two separate 
currencies were established. Since no 
exchange basis has yet been established 
the collection of premiums and payment 
of death claims is a very complex 
process. 

Policy issue is a complicated proced- 
ure and involves a deposit and several 
exchanges of letters. There is usually 


SA ur to five weeks between 
the writing of the application and de- 
livery of the policy. During that time 
the agent presses the company for an 
advance on his first year commission 
resulting in thousands of small Pay- 
ments being made and accounted for. 

Companies are confronted with com. 
mission rebates and_ twisting despite 
laws to the contrary. People have a 
tendency to change their surnames, This 
produces untold complications in iden. 
tifying remittances with policyholders 

Birth records have never been main. 
tained in the country and obtaining 
proof of age is very complicated. The 
most acceptable proof is the horoscope 
traditionally created by an astrologer 
a few days after the birth of a child and 
preserved as a semi-sacred’ document. 
There are numerous native dialects jp 
different parts of the country which 
complicate communication. Few women 
are employed in offices. The young 
Hindu man’s mercurial temperament 
makes it difficult for him to adjust him. 
self to routine clerical work. 

Despite these problems, Mr. Rowland 
says that progress is being made in ex- 
tending the benefits of life insurance 
where they are most urgently needed, 
He has great admiration for the forti- 
tude of the management of the com- 
panies in carrying on in spite of “al- 
most unbelievable” obstacles. He says 
he was encouraged by signs for future 
progress of insurance in India by the 
quality of the young men being re- 
cruited for future managerial positions, 
Groups of earnest, well educated young 
men are being trained to guide them- 
selves and their companies to a higher 
business level and contribute to the 
progress of the nation. 





Senate Finance Committee 
Orders SS Bill Reported 


WASHINGTON — The Senate f- 
nance committee Wednesday ordered 
the social security bill reported and 
permission was obtained to file the for- 
mal report later. This may not be before 
next week, as drafting of the report 
‘was not yet completed. 





Mutual Benefit Clinic 


Mutual Benefit Life will hold the 
fourth in a series of property planning 











clinics May 22-24 in Detroit. Twenty 
agents from Detroit, Flint,,.....G 
Rapids, Pittsburgh and Toledo will 
tend. a4 





William F. Ward, asso 
matician, James C. rigging a 
and G. B. Gordon, director of adv: 
training will lead the dis¢issions. Othe 
clinics will he held this falf'in gouth 
and western cities. Previous clinics wi 
held at the home office, at Bosten, 
at Cincinnati. ae 
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New Continental Section 


Continental Casualty has set up 4a 
transportation group department of the 
railroad-industrial division with Frank 
M. Cudmore as manager. Mr. Cudmore 
has been in the group field for five 
years, most recently as group repre- 
sentative at Chicago for General Amer- 
ican Life. 





Richard F. Roth, Jr., Mount Vernon, 
N. Y., formerly of Prudential, has been 
named assistant manager of Guardian 
Life’s Lasko agency in New York City. 
He has been in the business in West- 
chester county and New York City 17 
years. In his new post he will devote 
most of his time to hiring and training 
new agents and supervising brokerage 
operations. 
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G.c.c umming 
Heads Canadian 
Lite Officers 


MONTEBELLO, QUE.—Gordon C. 
Cumming, general maanger of Monarch 
Life of Winnipeg, was elected president 
of the Canadian Life Insurance Officers 
Assn. at the annual meeting here. : 
jek MacDonald, president, Confed- 
eration Life, was elected 1st vice-presi- 
dent, A. S.. Upton, vice-president and 
managing director Dominion Life, 2nd 
vice-president, and G, S. Holmes, assist- 
ant general manager and chief actuary 
of Manufacturers. Life, honorary treas- 
wer. Harry L. Guy, Mutual of Canada, 
js immediate past president. ; 

Tuesday the association heard Carrol 
\. Shanks, president of Prudential, dis- 
cuss three problems facing the life in- 
surance business today. He said that 
one problem is bringing home to people 
that the security they buy from the life 
insurance companies is better in the 
long run than the security they think 
they can have for nothing. He said the 
life companies as they are presently 
constituted have a right on their past 
record to exist as private corporations 
and should not be supplemented by any 
political device or agency. 


Assets Used Beneficially 


Mr. Shanks said that the assets of 
life companies are being put to highly 
beneficial use and there is an urgent 
need for the public to be made aware of 
this fact. 

Mr. Shanks’ third problem was an in- 
ternal one: He urged his audience to 
find intelligent ways, compatible with 
the high principles of life insurance as 
an institution, to meet the increasing 
costs of doing business. 

The association heard an _ address 
Wednesday by D. M. Gowdy, business 
maanger of MacLean’s magazine of To- 
ronto on the function of advertising on 
the life insurance picture. The problems 
and advantages of jet-propelled com- 
mercial aircraft were discussed by G. W. 
G. McConachie, president of Canadian 
Pacific Air Lines, in which he described 
some of the safety measures adopted in 
for use in aircraft of the future. The 
association also heard Earl Bunting, 
managing director of the National Assn. 
of Manufacturers. 


Attridge Heads Agency Section 


Earlier in the day, the Life Agency 
Officers Section elected W. G. Attridge, 
Sun Life, as chairman and A. F. Wil- 
liams, Crown Life, as vice-chairman. 

F. A. Nicholson, Manufacturers Life, 
R. Martel, Alliance National, and S. C. 
Mackenzie, Dominion Life, were named 
to,the*section’s advisory council. 





U. S. Chamber Analyzes 
A. & H. Cover for Buyer 

A description of the health, accident, 
hospital and medical care insurance 
available to individual buyers is given in 
results of a study just issued by the in- 
surance department of U. S. Chamber of 
Commerce. The 6-page booklet, titled 
“Individual Insurance against Illness 
and Accidents,” was prepared for distri- 
bution by local chambers of commerce. 

Written by John H. Miller, vice-presi- 
dent and actuary of Monarch Life, and 
Joseph F. Follmann, Jr., manager Bu- 
reau of A. & H. Underwriters, the book- 
let discusses forms of coverage, pre- 
mium rates and compares coverage 
under individual policies with that writ- 
ten under group policies. It discusses 
certain special coverages and indicates 
a trend toward insurance companies’ 
writing of still broader coverages. 





Fenn Heads Conn. Leaders 

Francis T. Fenn, Jr., associate gen- 
eral agent in Hartford for National Life 
of Vermont, was elected chairman of 
the Life Underwriters Leaders Round 
Table of Connecticut. He succeeds Ken- 
neth V. Robinson, New England Mu- 
tual, Waterbury. 

Speaker at the annual meeting was 
Stuart Monroe, associate general agent 
of the Huber agency of Mutual Benefit 
in New York City. Elected vice-chair- 
man was Albert N. Scripture, New Eng- 
land Mutual, Hartford; and as _ secre- 
tary-treasurer, Charles K. Oakes, Phoe- 
nix Mutual, Hartford. 





Dechert Buffalo Speaker 


Robert Dechert, general counsel of 
Penn Mutual, addressed Buffalo Life 
Insurance Trust & Banking Council on 
present day estate planning. 





Virgil Maul, staff manager for Pru- 
dential at Lancaster, O., has been pro- 
moted to district manager at Oil City, 
Pa., replacing George M. Gump, who 
takes over Pittsburgh district 3. Mr. 
Maul has been with Prudential since 


RECORDS 


Paul Revere Life’s new business for 
the first four months of the year was 
up 8% over the same period last year. 

American Mutual had a 79% gain in 
April, 57% for the first four months. 

Bankers Life of Iowa in April paid for 
$17,308,772—an increase of nearly $6% 
million. Ordinary accounted for more 
than $10 million. For months new insur- 
ance exceeded $9% million, as against 
nearly $52 million. Group insurance in- 
creased more than $9 million. Ordinary 
was off slightly. 
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; Long-Term Comparisons Between 
. /» Federal Taxes on Individual Incomes 
and the People’s Annual Savings, 
Aggregates for Five-Year Periods, 
in Billions of Dollars. 
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SOURCES: U.S. Treasury; Dept. of Commerce 
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CLYDE HINES 
West Milton, Ohio 


* Quality Award Win- 
ners selected yearly 
by The National As- 
sociation of Life Under- 
writers and the Life 
Insurance Agency Man- 
agement Association. 


C. A. S. HOLLINGER 
Bainbridge, Pennsylvania 


Clyde Hines, associated with the Geo. E. Sacksteder Agency, 
Dayton, Ohio, has been a credit to The Ohio National and to 
the life insurance business for the past twenty-three years. 


Since joining The Ohio National in 1941, C. A. S. Hol- 
linger, a member of the Geo. Wade Agency, Harrisburg, Pa., 
continues to add to his laurels as a successful life underwriter. 


The ROLL CALL 


LIFE INSURANCE COMPANY, Cincinnati, Ohio 












Reserve Life Offers All Forms of 


RETIREMENT INCOME PLANS 


. . . to supplement your prospects’ social security and pen- 
sion benefits at age 65. Also issues Retirement Income at 
ages 55 and 60, for both men and women. 


Reserve Life carries all standard policy forms, plus Juvenile 
Education, Mortgage Redemption, Monthly Income Disabil- 
ity, etc. Liberal non-medical limits; sub-standard up to 600 
per cent. Complete tested mailings. Company Convention at 
Nassau August 16-21 for qualifiers (you may qualify on pro- 
rata amounts). 


For complete information about the Company specializing 
in real cooperation, write to S. J. Gilbert, Vice President and 
Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 
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Business Insurance Is Key 
to Writing Bigger Cases 





HARTFORD—A Connecticut Mu- 
tual survey during 1947-49 shows that 
the size of its aver- 
age business insur- 
ance case was $17,- 


000, more than 
three times the 
average size case 


for all company 
business, which was 
$5,449. 

The percentage 
of business insur- 
ance written on 
a term basis is 
slightly higher than 
the percentage of 
term to total com- 
pany business but 
this does not refute the conclusion that 





E. A. Starr 


activity in the field of business insurance 
is the answef to the question that 
bothers most agents—“How can I 


write bigger cases?” If writing a bigger 
average case is the way to increase com- 
mission income business insurance pro- 
duction is the answer. 


five years. The program is under E. A. 
Starr, assistant superintendent of agen- 
cies. In three years the company had 
$640 million of total paid business, of 
which more than $98 million or 15.4% 
was business insurance. However, Mr. 
Starr says that the record is on the low 
side and probably varies a few per- 
centage points from actual business in- 
surance being written. This is because 
of the difficulty of getting 100% ac- 
curacy from available recording pro- 
cedures. 

Term Component Greater 


The survey broke down business in- 
surance into corporation or partnership 
business. It did not show whether the 
policy was purchased for key-man pur- 
poses, stock purchase, stock retirement, 
etc. The records do not reflect any 
business insurance on sole proprietor- 
ships, of which a substantial volume is 
sold. This business goes into the totals 
as individual sales. The survey indicated 
that 68.6% of total business insyrance 
was corporate and 31.4% partnership 








total company business. The _ percent- 
age of term to total business insurance 
Written in 1947 was 14%, in 1948, 20%, 
and in 1949, 24%. The corresponding 
figure on the percentage of term to total 
company business in 1947 was 9%, in 
1948, 11.3%, and in 1949, 13.5%. The 
record does not show which types of 
policy were applied for such as whole 
life or 20-pay life, but the company has 
started to broaden its record keeping on 
business insurance and is developing 
that information. 


MOST AGENTS WRITE IT 


The majority of the company’s agents 
wrote some business insurance during 
the three years. An average of 809 
agents per year were under contract. 
The total number for the three years 
was 2,427. The total writing business 
insurance over the period was 2,082, an 
average of 694 a year. Of the 100 lead- 
ing producers each year a very sub- 
stantial number operate quite actively 
in the business insurance field. How- 
ever, Mr. Starr points out, “we have a 
great many successful agents who 
rarely, if ever, write a business insur- 
ance case. It would be a dangerous as- 
sumption to state categorically that an 
agent who can write business life in- 








ness insurance, employe plans, gift taxes 
etc. in considerable detail. There ig ajg, 
available for agents a proposal and con. 
sultant service through the home offic. 
agency department. Agents may obtain 
from the home office proposals for busi. 
fess insurance and also may furnish the 
facts on a particular case in writing fo 
study at the home office and get a Sug. 
gested solution. Each year the company 
also conducts a leaders round-tabi 
meeting, a three-day business session at 
which advanced selling subjects are djs. 
cussed. 

Recording Procedure 


The recording procedure used by the 
company is not automatic. When ay 
agent sells a business insurance case he 
is instructed to indicate in the upper 
right hand corner of the application the 
code for business insurance. Agency 
clerks are also instructed to check ap. 
plications as they are submitted to de. 
termine if they are for business insyr. 
ance purposes. 

The daily written record comes 
through the company underwriting de. 
partment, the business insurance appli. 
cations being recorded as they are re. 
ceived and reviewed by the lay under. 
writers. The paid record comes from 
the actuarial department being tabulated 
monthly on the punch-card machinery, 
This procedure still does not give com- 





Con 


Arrar 
for the 
surers 
Col. M 
Colorad 
by a se 
cludes 
Home $ 
B. Will 
Benson, 
Life 
opening 

The | 


McAndl 
tional 
British 
ecutive - 
tute of 
A hig 
table we 
son, pre 
dent, as 
The c 
ditional 
sight-se¢ 
entertail 
cludes | 
ladies a 
js over 




















Connecticut Mutual has been actively sales. € - nnneet 
pushing business insurance and other A greater percentage of term is sold ere will always be a successful plete accuracy as some agents undoubt. Hen 
es ° ° , 9 ae : agent or vice versa. . adiv fai - ; seatione 
advanced underwriting sales for four or in business insurance cases than for TI wena cade | ereat edly fail to mark their applications, and, 
le Tecords indicate that a great as jt does not reflect business insurance 
many relatively new agents of the com- <o1q on sole proprietorships, the three Suce 
pany write business insurance early in \ ear figure of 15.4% of production be. 
their careers. They are encouraged, jing business insurance is thought to be NEW 
however, to lean heavily on their gen- ay ynderestimate. them to 
eral agent, supervisor or on home office ~~ Company records show that most of — the Her 
assistance in the more difficult cases. jts Million Dollar Round Table mem- § ¢o her 
Special background in accounting or law bers are actively engaged in advanced ance bu: 
is helpful in getting into the business underwriting either on business insur | western 
insurance field early in an agent’s career. ance, employe plans, or estate planning § the day. 
However, the legal and tax angles in he’ agent who writes business insur. | MTS. . 
most business insurance sales are not ance or who otherwise does advanced sentative 
complicated and specialized knowledge underwriting work has a better chance affair in 
is not absolutely necessary for an agent of reaching the M.D.R.T. than the agent | Seguran 
to have success in selling business insur- who confines his activity to personal in. de Jane 
ance, Mr. Starr said. surance sales Speak 
NON-CANCELLABLE and GUARANTEED RENEWABLE Special Sales Aids : : -_ presiden 
HEALTH and ACCIDENT INSURANCE North A 
s The cocenany ere iggy a nemions AFL Charges Private TDB —. 
of special sales aids for its agents such ae Z 
LIFE INSURANCE as visual sales brochures, specimen Plans Unconstitutional og 
* business a agreement on ro arene Federation of Labor has on = 
for use with attorneys, specia irect filed suit in New Jersey — superior Me 
GROUP LIFE and GROUP DISABILITY INSURANCE mail letters, pre-approach material, etc. court on behalf of an a. attain hemisph 
There is no special plan for cooperating the constitutionality of the private plan eb 
with lawyers or accountants, but the provision of the state’s temporary dis- — 
Y li company urges its agents in its training ability benefits law. The complaint does J Dignitar 
THE courses, etc. to seek their cooperation not object to the tax but says that an 
INSURANCE HCOMPANY in business insurance efforts. It has employer who deducts money from an Those 
WORCESTER» MASSACHUSETSS prepared for use of attorneys a special employe’s earnings and pays it to a pri- old M. 
business insurance agreement brochure vate insurance company for its profit is of Prud 
Is licensed and does business in the 48 states, the District of Columbia and Hawail which has been particularly helpful in depriving the employe of his property eral atto 
building prestige with attorneys. The Without due process of law. If the AFL | Kirkpat 
company furnishes these brochures to is upheld private plans could not be } ‘S¥tance 
attorneys upon request or to an agent used by an employer without the con- Occas 
for delivery to an attorney in his com- Sent of all employes rather than of a J been ac 
NO W IS THE TIME munity. majority of employes as at present. Ii spheric 
deee Connecticut Mutual has a number of — =" ae which is viewed as _ he 
om 5 i ini rai c AF g 4 
to learn about our new General Agent’s contract, providing for special training courses available to = “~ Yat re ; Ay suit a endanger J they aot 
“anes .=d agents to help equip them to operate te legality of all private plans. ance a 
top commissions, bonuses and LIFE TIME RENEWALS. Rep- in the advanced selling field. The agent — particips 
resentatives participate in Group and Hospitalization coverage. is first encouraged to complete the com- Tollack Now Settled — I 
Inquire about our unique and successful GIFT PROSPECTING pany’s regular advanced training course Hugh L. Tollack is now established “— 
PLAN (the prospect asks you to call!) ; our various Agenc which encompasses a study of business with telephone, furniture, water cooler to heac 
; prosp y ‘75 Our gency insurance, wills, taxes, employe plans, and other accoutrements in the new 2 
Services, prestige Production Clubs, Training Schools and etc. It also sponsors a series of advanced headquarters office of National Assn. aise ‘d 
Saleable Policies. underwriting forums every other year of Insurance Commissioners in the IIli- J 2°"°S 
’ . ee pra e in different regions to which are invited nois State Office building at Chicago, sg L 
Territory open in Arkansas, Louisiana, Mississippi, agents who have had sufficient back- which is at 160 North La Salle street. Mexin t! 
Oklahoma and Tennessee. ground to be able to enter into discus- He is in room 1732 and the telephone f —. 
‘ : sion sessions with other leading agents number is Dearborn 2-1771. ound 
For full information address: of the company. This year there will Mr. Tollack has already received and like 
be 14 such meetings from coast to coast. many calls and he is much impressed ro oe 
NATI O N A L EQU ITY L [ FE The company issues a bulletin to keep with the opportunities at Chicago to ~ cont 
agents up to date on sales procedure, keep abreast of the times in the insur- | SXPT&Ss! 
legal and tax rulings, court cases, etc. ance world and to have visits with key och 
I nsureancte e Om p an y and also has a special training seminar -people in the business and in super- soggy 
j for general agents in which it trains the visory ranks as they come and go. It a a ay 
Clyde E. Lowry, President trainers. These seminars last one full is expected that more N.A.I.C. commit: Mew 
LITTLE ROCK, ARKANSAS week which allows sufficient time to go tee meetings will be held at Chicago} . “te Le 
into the various subjects including busi- than ever before. th og 
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Complete Plans for 
Conference Annual 


Arrangements have been completed 
for the annual meeting of the Life In- 
surers Conference at Colorado Springs, 
Col, May 24-26. Governor Johnson of 
Colorado will extend welcome, followed 
by a general business session which in- 
cludes the reports of Joe D. Morse, 
Home State Life, president, and Martin 
B. Williams, executive director. J. C. 
Benson, president of National Assn. of 
Life Underwriters, will speak at the 

ing session. 
OPrhe program May 25 includes R. L. 
Hogg, executive vice-president and gen- 
eral counsel of the American Life Con- 
yention, and Dr. George S. Benson, pres- 
ident of Harding College, and the execu- 
tive session and election of officers. 

On May 26 the speakers are A. J. 
McAndless, president of Lincoln Na- 
tional Life; Dr. Ralph J. Gampel, a 
British doctor; and Leonard Gross, ex- 
ecutive staff member of Research Insti- 
tute of America. 

A highlight will be a special round 
table work session with H. Cc. EK. John- 
son, president of Interstate Life & Acci- 
dent, as moderator. 

The customary golf tournament, tra- 
ditional past presidents banquet, and 
sight-seeing trips are features of the 
entertainment program which also in- 
cludes some special activities for the 
ladies attending. Advance registration 
js over 250. 


Hemisphere Lunch 


Successful Affair 
NEW YORK—About 400, many of 


them top company executives, attended 
the Hemispheric Insurance Day lunch- 
eon here. At the same time, the insur- 
ance business in other countries of the 
western hemisphere also was observing 
the day either with luncheons or din- 
ners. There was a sprinkling of repre- 
sentatives from lLatin-America at the 
affair in New York, and Osvaldo Riso, 
Seguranca Nacional de Seguros of Rio 
de Janeiro, spoke brefly. 

Speakers included John A. Diemand, 
president of Insurance Company of 
North America, who presided, Albert F. 
Nufer, U. S. representative on the 
Inter-American Economic & Social 
Council and James S. Kemper, chair- 
man Lumbermen’s Mutual Casualty. It 
was the fourth anniversary of the first 
hemispheric insurance conference under 
sponsorship of the U. S. Chamber of 
Commerce. 


Dignitaries at Head Table 


Those at the head table included Har- 
old M. Stewart, executive vice-president 
of Prudential; Lendon A. Knight, gen- 
eral attorney Royal Neighbors, and A. L. 
Kirkpatrick, manager U. S. chamber in- 
surance department. 

Occasionally someone asks what has 
been accomplished by all of the hemi- 
spheric insurance meetings that have 
been held, Mr. Diemand said. They say 
they are not interested in writing insur- 
ance abroad and see no reason for 
participating in the work of the confer- 
ences. He suggested that it is necessary 
to take a broader look. 

One aim of the conference has been 
to head off further government en- 
croachment into insurance, and this has 
reached much greater proportions in 
some Latin-American countries than it 
has in the U. S., Mr. Diemand said. In 
Mexico, for example, in 1948 it was 
found the Mexican government owned 
and operated two insurance companies, 
one life and one fire and casualty. Since 
the conference there and the loud public 
expression and the demands of the in- 
surance business that government stop 
taking over the field of private insur- 
ance, the Mexican government has sold 
its life company to private interests. 

_ Widespread observance of Hemispher- 
ic Insurance Day should remind every- 
one in the western hemisphere of the 
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contribution of insurance to individual 
security and economic stability, Mr. 
Nufer said. U. S. insurers have pro- 
vided Latin-American insurance techni- 
cians with opportunity to observe U. S. 
underwriting methods. He cited as an 
example that at the request of Uruguay 
arrangements were made last year to 
have a Uruguayan insurance official 
spend a year in the U. S. studying life 
actuarial techniques and he is presently 
at Prudential doing this. This is a 
good example of the way in which pri- 
vate enterprise is successfully extending 
technical assistance throughout the 
hemisphere. 


Gorrie Union Mutual's 
Asst. Director of Agencies; 
Three Others Promoted 


Robert T. Gorrie has been named an 
assistant director of agencies of Union 
Mutual Life. Since 1948 he has been 
with the home office agency. He was 
the company’s leading new agent last 
year, and held third place in volume of 
sales company-wide. He will supervise 
New England agencies. 

L. C. Allin of underwriting depart- 
ment has been appointed group secre- 
tary, G. C. Denny of the policy issue 
department goes to an underwriting pos- 
ition, and Carl N. Honer, of the sickness 
and accident claims department, now 
heads the policy issue department. 





Prudential Cuts DBL 
Rate for Small Firms 


Prudential has announced a reduction 
in rates for New York disability benefits 
cover from $6 quarterly per employe for 
organizations with four to 49 employes 
to $5.40. This rate applies to all small 
employers regardless of the nature of 
the industry, amount of taxable payroll 
or number of females. 

Prudential also has developed a simple 
premium-paying procedure under which 
it will not be necessary for the small 
business to keep special records or re- 
port to insurer names of covered em- 
ployes. This is only one of several types 
of plans Prudential is writing for this 
business. 


Persons Led Mutual 

The Persons agency in Chicago of 
Mutual Life led all of the agencies in 
volume in April. 

The Myer agency in New York led 
in number of policies and was second in 
volume. 





Charles F. Williams, president West- 
ern & Southern Life, will receive an 
honorary doctor of laws degree from the 
University of Notre Dame at com- 
mencement exercises this June. Mr. 
Williams also has established the Chas- 
wil foundation student loan fund to 
assist undergraduates at Xavier Uni- 
versity, Cincinnati. Loans will be in- 
terest-free, almost a unique feature. 





Elton R. Dare, former supervisor of 
agencies for Midland Mutual, who has 
been named agency secretary, and Jack 





E. R. Dare J. P. Smith 


P. Smith, his successor, whose appoint- 
ments appeared in last week’s issue, 
have been in insurance since 1941 and 
1947, respectively. 
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KEY TO SECURITY 


A Key to Success 
for 
Equitable of lowa 
Field Underwriters 





Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 
@ Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 
terview. 
@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


FQUITABLE 
LIFE INSURANCE f IOWA 


COMPANY 
Des Moines 


Sounded 1867 
OVER ONE BILLION LIFE INSURANCE IN FORCE 





teu reuchor 
lo Windward 


There’s a pleasant feeling of security 
in ‘‘an anchor to windward.” That's 
particularly true in the feeling of 
safety which life insurance engenders. 
Freedom from fear of leaving the 
family in want plus the knowledge 
of its value in time of need makes life 
insurance a true anchor to windward 
to hold one safe and secure in this 
world of unknown tomorrows. 








General Agency Opportunities 
Brokerage Business Accepted 
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Fraternal Actuaries 
Program Given 


The program of the Fraternal Ac- 
tuarial Assn. meeting June 7 at Edge- 
water Beach Hotel, Chicago, will include 
papers on hospitalization insurance and 
fraternal benefit societies by Carl A. 
Tiffany, Tiffany & Thomas, Chicago 
consulting actuaries; results of a recenf 
reserve strengthening program, by 
Charles R. Keene, Harley N. Bruce 
Associates; reducing term insurance, by 
John Phelps, assistant secretary of Lin- 
coln National Life; and problems in 
integrating social security with a local 
retirement plan, by Richard G. Roeder, 
consulting actuary. There will be dis- 
cussion of previous papers on periodical 
operating reports, federal social security 
legislation and accumulation of surplus 
under C.S.O. mortality table. 

Informal discussion topics are as fol- 
lows: 

I. Payor Benefits 


A. To what extent is the payor benefit 
emphasized in the writing of juvenile 
certificates? 

B. What records are maintained so as 
to conveniently administer this business 
such as: (1) cross reference between 
members who are insured as payors and 
as regular certificate holders? (2) du- 
plicate address files, etc? 

C. What limits are placed on the writ- 
ing of payor business such as require- 
ment that the payor have a regular cer- 
tificate with the society? 

D. What is the practice in writing the 
payor benefit substandard? 


II. Certificate Changes 


A. Has there been an increase in vol- 
ume of certificate changes in the post- 
war period and what steps are being 
taken to keep the volume to a minimum? 

B. What methods are being employed 
when a request is received to change a 
premium paying certificate to another 
plan? Is a service fee charged? Are div- 
idends adjusted? 

C. What methods are being used to 
maintain premium payments so that an- 
nual, semi-annual and quarterly premi- 
ums will not fall due off anniversary 
date? How does it complicate dividend 
and loan interest notices? 

D. What is the practice in back-dating 
certificates back to or prior to the orig- 
inal entry date? 


III. Production ef New Business 


A. What steps have proved successful 
in increasing average amounts of certifi- 
cates sold to counteract the effects of 
inflation? At the time of writing the 
business what higher minimum premium 
and minimum amount limits have been 
adopted? 

B. What new changes in certificates 
and policies of management have been 
successful in stimulating a more effec- 
tive group of field workers? 

C. What is the practice in issuing at 
a substandard rate the following: (1) 


term certificates? (2) family income rid- 
ers? (3) mortgage redemption riders? 
(4) supplemental term riders? 


IV. Fraternal Statements 


A. To what extent is a gain and loss 
exhibit prepared by fraternal societies 
for reports to management? 

B. What approximate methods are 
used in computing the information re- 
quested in the supplemental valuation 
report? 


Wise Cautions Fraternal 
Managers Against Oversales 


Speaking at the Fraternal Field Man- 
agers Assn. congress at Chicago, Donald 
L. Wise, supervisor at Youngstown, O., 
for Protected Home Circle, advised hear- 
ers that it is much better to present a 
moderate size contract within the in- 
come of the prospective purchaser than 
to present a larger contract than the 
customer feels he can afford. He com- 
mented: “If I honestly feel that the 
person is a prospect for a larger amount, 
that the need is there, but the prospect 
either hasn’t the means to purchase or 
is reluctant to invest in the larger 
amount, then I quite naturally intend to 
get his or her signature on an applica- 
tion for a smaller amount, thus paving 
the way for additional amounts to be 
added in the future. I personally have 
been quite successful in this way and 
have built up large premium amounts 
on individual persons,” he commented. 

He mentioned that he found it much 
easier to secure the signature on lower 
premium cases where protection need 
is topmost and that the addition of fam- 
ily maintenance and family income 
riders increases greatly the benefits of 
contracts of this type and with very low 
additional premium costs to the insured. 

Mr. Wise advised the agent to wel- 
come last minute objections as being 
indicative of the interests of prospects. 
He said that in raising these objections 
frequently the prospect wishes to be re- 
assured that his agent has the knowl- 
edge, the training and ability to answer 
the questions. 


April business for Lutheran Brother- 
hood was $2,898,158 as compared with 
$3,350,640 for April of 1949. Total is- 
sued business for the year was $11,- 
290,507 as compared with $11,892,576. 





Housewarming May 23 

Government Employees of Washing- 
ton is giving a reception May 23 on the 
occasion of the official opening of Gov- 
ernment Employees Insurance building 
at 14th and “I.” streets, N. W., Wash- 
ington. 





PERTINENT STATISTICS 


ASSETS . 


Over $117,000,000 
Over $510,000,000 


BENEFITS PAID SINCE 1902....Over $ 53,000,000 


AID ASSOCIATION 


FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 


Exclusively for Synodical Conference Lutherans 


Home Office: 


APPLETON, WISCONSIN 





Spickard Wis. President; 
Lange Reviews License Law 


OSHKOSH, WIS.—Leland W. Spick- 
ard, Bankers Life of Iowa, Milwaukee, 
was elected president of Life Managers 
& General Agents Assn. of Wisconsin 
at the annual meeting here. W. B. Bel- 
lack, Appleton, Lincoln National Life, 
was chosen vice-president, and Jack C. 
Windsor, Connecticut General Life, 
Milwaukee, was reelected secretary. 

Commissioner Lange of Wisconsin 
discussed the new Wisconsin life agent 
qualification and licensing law, which 
went into effect May 1. Under the 
law, those desiring to enter the busi- 
ness must pass an examination set up 
by the department with the assistance 
of an advisory board of nine, represent- 
ing Wisconsin companies, general agents 
and managers, ordinary and_ indus- 
trial agents. In addition to providing 
examination facilities at Madison, ar- 
rangements have been made to have 
county clerks conduct the examinations 
on application of residents in their areas, 
sending the papers to the depaftment for 
marking and approval. 

Present Licensees Exempted 

Those engaged in life insurance work 
before May 1 and already licensed are 
not required to pass the examination. 

Clarence C. Klocksin, legislative coun- 
sel Northwestern Mutual Life, gave an 
“off the record” talk reviewing state 
and national legislation and economic 
developments from the standpoint of 
their possible effects on both life com- 
panies and agents. 


Supervisors Hear Gruendel 


George H. Gruendel, recently ap- 
pointed general agent for New England 
Mutual at Chicago, gave some basic re- 
quirements for supervisors at a lunch- 
eon meeting of Chicago Life Agency 
Supervisors Assn, 

Mr. Gruendel said supervisors must 
have certain personal qualifications such 
as enthusiasm, firmness and unques- 
tioned integrity. He also said the super- 
visor should be effective and _ well-ex- 
perienced in handling people. He listed 
as important that the supervisor have 
a selling background along with the 
natural techniques of a teacher. 


Evansville Managers Elect 


David E. Taylor, National Life & Ac- 
cident, has been elected president of 
Evansville, Ind., General Agents & 
Managers Assn. He succeeds Robert L. 
Hill, Northwestern National. 

B. A. Million, Northwestern Mutual, 
is vice-president, and Thomas Sykes, 
Berkshire Life, secretary. 


The May party of Columbus man- 
agers will be held May 24. Officers will 
be elected. 


The Life Agency Cashiers Assn. of 
Detroit and Windsor entertained gen- 
eral agents and managers at a cocktail 
and dinner party. Speaker was Circuit 
Judge Carl M. Weideman. 





Two Deputies in Iowa 
Department Are Advanced 


DES MOINES—Commissioner Alex- 
ander has appointed Sam Orebaugh 
first deputy commissioner, succeeding 

H. Sherin, who resigned recently 
to join Iowa Medical Service. 

Mr. Orebaugh, who has been second 
deputy and counsel for the department, 
will continue as counsel. He has been 
with the department six years and for- 
merly was a Des Moines attorney and a 
member of the Iowa legislature. He is 
a graduate of Drake University. 

Donald Harlow, superintendent of de- 
posits, was named second deputy. He 
will continue his former duties. 


Gulf Life Reaches Half 
Billion in Force Mark 


Gulf Life has passed the half-billion 
dollar mark in insurance in force leg; 
than 39 years after its founding. Sing 
Jan. 1 in-force has risen $31,934,494 4g 
compared to $27,445,085 during all of 
1949. 


Guardian Hobbyist Winners 


First award winners in Guardian 
Life’s recent hobby show were: Pho. 
tography, Bernard Brown, stamps, Her. 
bert Mehnen; collections (70,000 match 
covers), Dr. B. Bender, vice-presj. 
dent and medical director; sewing and 
embroidery, Dorothy Willen; knitting 
and crocheting, Grace Wesstrom Steves; 
model building, Joseph T. Welch, Jr, 
wood, leather and metal work, Dorothy 
Morehouse; painting, Florence Mechte¢: 
exhibits by relatives, Mrs. William 
Portela, and wide open, Paul Kindel, 
hand shaped and wound fishing rods, 


Manstield Home Life Director 


Richard H. Mansfield, executive vice. 
president of Rockefeller Bros., Inc., has 
been elected a director of Home Life 
of New York. 





Mo. Farm Bureau Life Formed 


Farm Bureau Life of Jefferson City 
has been incorporated with 1,000 shares 
of $100 par value stock. It plans to start 
business with $150,000 of capital and 








Rice Heads D. C. Assn. 
WASHINGTON — The District of 
Columbia Life Underwriters Assn. has 
elected as president, Charles P. Rice, 
Mutual Life; 1st vice-president, Chester 
R. Jones, State Mutual; and 2nd vice- 
president, Joseph S. Baldwin, North- 
western Mutual; directors, Mitchell T. 
Curtis, Lincoln National; Frederck V. 
McNair, III, Jefferson Standard; and 
William L. Porte, Mutual Life. 


Olson:Is N. D. President 


BISMARCK, N. D.—Orie D. Olson, 
North American Life & Casualty, Fargo, 
was elected president of North Dakota 
H. & A. Underwriters Assn. at its an- 
nual meeting and sales congress here. 
Jack Konen, Minot, is vice-president, 
and Mel H. Toussaint, Occidental Life, 
Fargo, secretary. 











LEGAL reserve fraternal 

life insurance society for 
all Lutherans. Thirty-two years 
old — $283,878,841.00 in force. 
Mortality experience 1949 
15.95%. Rate of assets to lia- 
bilities — 109.09%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically _re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 


to 
THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesota 
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Cover Osteopath Hospitals 


ST. LOUIS—A fight by the local 
AFL headquarters to have osteopathic 
hospitals included in the St. Louis Blue 
Cross plan coverage has apparently 
been won with agreement by the plan 
to pay bills incurred by members at the 


Normandy Osteopathic hospital. 
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Gorman 


Shows Anti-Trust Danger Zones 


(CONTINUED FROM PAGE 1) 





formation designed to avoid fraud, ap- 
proved in Swift & Co. vs. United States, 
196 U.S. 375, 379 (1905) and Cemerit 
Manufacturers Protective Assn. vs. 
United States, 268 U. S. 588 (1925). 

Hence, Mr. Gorman believes that in- 
dividual companies may continue to give 
factual information regarding claims 
where policies are held by more than 
one company on the same risk, pro- 
vided no indication of action taken or to 
be taken is included. 

Similarly, he sees little risk in the 
investigation of claims by a number of 
companies through a common agency or 
in the use of a common physician to 
make medical inspections in connection 
with these claims. This amounts only 
to a collective device for ascertaining 
facts which it would be permissible for 
the companies to exchange. It would 
save expense and often inconvenience to 
the claimant. Here, also, indications of 
action should be avoided. 


NOT AFTER ASSETS 


Mr. Gorman said that the Southeast- 
ern Underwriters Assn. case, which 
brought insurance into the federal orbit, 
was not part of a devious plan primarily 
directed at federal control of the life 
insurance business and its great assets, 
but ‘was solely the result of numerous 
complaints about practices in the fire 
insurance business. It is a mistake he 
said, to read into the case a complicated 
political motivation. Neither is the De- 
partment of Justice nor the federal 
trade commission engaged in planning 
a great anti-trust attack on the life 
insurance business, he said, even though 
some of the results of the S.E.U.A. 
case may well lend themselves to politi- 
cal maneuvers, and agencies charged 
with the enforcement of anti-trust laws 
may be under Congressional pressure 
to bring about a life insurance investi- 
gation. 

Mr. Gorman said that in considering 
the possibility of anti-trust trouble it 
is necessaryto consider all the facts, not 
just those relating directly to the pro- 
posal or transaction under examination. 
It is the cumulative weight of all these 
facts and the pattern to be drawn from 
a number of separate practices that in- 
dicate the trouble zones. How does 
the particular transaction fit into the 
total competitive effort of the company 
and of the industry as a whole? What 
is the purpose to be served by the prac- 
tice? Does it have a specific utility? 
How did the idea develop and how will 
it be carried out? Are there practical 
alternatives? 








Files of Great Importance 


These are some of the questions to 
which answers should be sought, Mr. 
Gorman said, adding that the cor- 
respondence and file materials relating 
to the subject may be most revealing 
and are of great importance. The 
record should be preserved, for one 
day it might become necessary in prov- 
ing the good faith of the transaction. 
The activities should be carried out 
openly, for secretiveness and mystery 
only breed suspicion, Full publicity is 
desirable to avoid misconceptions based 
on partial or misleading information. 

A complete record and = accurate 
minutes may offer full explanations and 
rebut wrongful inferences at some 
later date when memory is faulty, Mr. 
Gorman pointed out. In this connection 
if company counsel finds out about a 
memorandum or letter misrepresenting 
the position of the company with respect 
to any particular matter, that through 
poor choice of words, overzealousness, 
or misapprehension of fact lends itself 
to an interpretation at odds with anti- 
trust principles, it is best to correct 
it at once with a reply or memorandum 
stating clearly the actual policy of the 
company with respect to the subject 
matter and- reiterating the proper 
course. 


“There will, unfortunately, always be 
some employes or even executives with 
a rather disturbing gift for maladroit 
expression, and _ writings contempo- 
raneous with questioned practices are 
frequently given greater wright in the 
court room than is oral testimony,” he 
said. “They are regarded as ‘cinemato- 
graphic photographs’ of purposes at the 
time they were written and attempts 
to contradict them on the stand may 
only serve to affect the general credibil- 
ity of the witness. While current cor- 
rective memoranda may be regarded as 
somewhat self-serving, their effect may 
be to provide a satisfactory explana- 
tion or correction for investigators and 
avoid the necessity of litigation.” 

Mr. Gorman suggested that within 
each company there should be a con- 
stant process of anti-trust education, 
which can be based only on good 
liaison between executives and counsel, 
with a clear understanding that it is far 
better that practices and programs be 
initially checked by counsel than to try 
to analyze them later. 


Terms Construed Broadly 


Such matters as “price” and “terms 
and conditions of sales’ have been con- 
strued very broadly by the Depart- 
ment of Justice and the courts and 
while fairly clear when applied to ordi- 
nary commercial transactions, are some- 
what more elusive as respects life in- 
surance. He suggested, however, such 
categories as premiums, dividends, rat- 
ings, commission rates, surrender 
charges and interest rates on reserves, 
policy loans and installment options, 
while on the investment side are in- 
terest rates, terms of amortization and 
finders’ fees. 

It must always be remembered, he 
said, that written agreements or for- 
mal understandings are not necessary 
to establish illegal contract, combina- 
tion or conspiracy within the meaning 
of the Sherman act. Tacit understand- 
ings, gentlemen's agreements, even 
“suggestions” and “recommendations” 
between competitors may be held to be 
evidence of binding commitments. The 
law permits inferences to be drawn 
from a course of conduct, and inferences 
of guilt may be drawn from facts which 
would also support a different conclu- 
sion, These inferences may even be 
drawn where they are in fact not justi- 
fied. Hence, trade associations must be 
meticulous to avoid even the slightest 
appearance of being used as a mask 
for illegal combination and conspiracy. 





Lawyers Discuss How to 
Improve Agents’ Contracts 


(CONTINUED FROM PAGE 2 


in respect to these training 
courses, etc. He suggested some such 
wording as, “If training courses, sales 
methods and materials, prospect leads, 
office facilities, or similar aids and serv- 
ices are extended o1 made available to 
the agent, it is agreed that the purpose 
and effect thereof shall not be to give 
the company control over the agent’s 
time or direction or control over the 
manner or means by which he shall 
conduct his business but only to assist 
the agent in his business.” 


Codie Bell Now Actuary 
of Pioneer Mutual Life 


Codie D. Bell has assumed his new 
post as actuary of Pioneer Mutual Life 
of Fargo, N. D., succeeding I. W. Smith, 
who has retired, 

Mr. Bell, a graduate of the University 
of Michigan actuarial course, has been 
with Metropolitan Life and Continental 
Casualty and for the last seven years 
has been secretary-treasurer of Colum- 
bian Mutual Life of Memphis. He 
served as secretary of the Memphis 
Kiwanis Club this year. 


parties 


VA Admits Inconsistency 
in Dividend Treatment 


WASHINGTON—Assistant Veteran 
Administrator Breining admitted that 
there is an inconsistency in the dividend 
treatment between National Service if, 
insurance policies and the U. S. govern. 
ment policies of the first World War 
Testifying at the Hardy subcommittee 
hearing of the House expenditures com. 
mittee, which is investigating NSLI, Mr 
Beining conceded that there was legal 
authority to transfer from appropria. 
tions amounts to cover the annuity djf. 
ferential under the U. S. government 
program, as was done with NSLI to 
cover the greater cost under the Settle. 
ment options. 

“We probably should have billed the 
appropriation,” said Mr. Breining, ex. 
plaining that the amount was small and 
the administrative difficulty would haye 
been costly. He admitted that “we May 
be subject to dereliction of duty to 
policyholders.” 

Gordon D, McKinney, actuary of Na. 
tional Assn. of Life Underwriters, Was 
one of the witnesses at the hearing 
He testified on the use of the American 
experience mortality table, the annuity 
situation, the NSLI approach and other 
technical matters involved in NSLI ad. 
ministration, 


Staff and Work of FTC 
Is Being Reorganized 


WASHINGTON—Reorganization of 
federal trade commission staff and work 
involves a number of changes touching 
the handling of insurance matters. 

Henry Miller who, as head of the 
trade practice conference bureau, has 
had charge of the mail order insurance 
and auto finance “pack” trade practice 
conference proceedings, is promoted to 
associate general counsel in charge of 
industry cooperation. 

The trade practice conference bureau 
becomes a division of a new bureau of 
industry cooperation. James A. Horton, 
former director of the bureau of legal 
investigation, becomes director of the 
new bureau, with P. B. Morehouse, for- 
mer head of the bureau of stipulations, 
as associate director and chief of the 
new division. 

_That bureau also includes a division 
of stipulations headed by W. B. Snow, 
Jr.. which will handle settlement of com- 
plaints through agreement between FTC 
and respondents. 

Edward W. Thomerson, who has been 
in general charge of certain insurance 
work of the commission, is named as- 
sistant general counsel in charge of in- 
surance and trade-marks. 

A bureau of deceptive practices is set 
up, headed by Richard P. Whiteley. It 
will handle false advertising matters. 
Under him, Joseph W. Powers, who has 
had charge of certain field work in con- 
nection with marine and other insurance 
investigations, becomes chief of the divi- 
sion of investigation at this bureau. The 
same bureau includes a division of radio 
and periodical advertising headed by 
Donald B. Catling, and a litigation divi- 
sion headed by Daniel J. Murphy. 

The FTC sets up a new bureau of 
restraint of trade, which will handle all 
anti-monopoly work, with Joseph E. 
Sheehy as the head man. 

The investigation of anti-monopoly 
cases will now be coordinated with the 
trial of these cases. 


$670,000 for Medical Research 

Life insurance 
United States and 
$670,000 to medical schools and_ other 
research centers during 1950 for the 
study of heart disease and the training 
of research scientists. The awards were 
approved at the annual meeting of the 
Life Insurance Medical Research Fund, 
and bring to $3,200,000 the total amount 
given out by the fund since it was or- 
ganized late in 1945. Last year the fund 
received the Lasker award from the 
American Public Health Assn. for its 
contributions to the advancement of 
medical science and public health. 
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THE RIGHT GUESS... THE WRONG WEIGHT 


As anyone could guess, the man on the scales 
weighs more than he should. Like some 42 
million other Americans who are overweight, 
his excess pounds may affect not only his ap- 
pearance, but his health as well. 

How much should a person weigh? Some doc- 
tors say that proper weight at age 25 to 30 
should be maintained throughout life. Most 


people, however, gain weight as they grow older. 

The average increase during or after middle 
age is about 15 pounds. To avoid this, it is wise 
to follow the doctor’s advice about diet, exer- 


cise, and living habits, especially after age 30. 


If overweight should occur, it is usually pos- 
sible to reduce to proper weight simply and 
safely under medical guidance. 


Some ways to reach and keep your best weight 





See your doctor before attempting 
to reduce. Virtually all cases of over- 
weight are due to overeating. Some 
cases, however, may be complicated 
by other conditions. 

After a thorough examination, the 
doctor can determine whether or not 
you have complications that require 
special medical attention. He can also 
decide how much weight you should 
lose, and advise approved methods by 
which you can lose it safely. 

Follow your doctor’s advice about 
diet. Authorities say that weight loss 
usually should not exceed 6 to 8 pounds 
a month. A diet that causes more 


rapid loss may fail to provide food 
elements the body needs. 

So let the doctor recommend the 
kinds and amounts of foods that will 
protect health and strength while you 
are reducing. It is also wise not to take 
any reducing drug except under a doc- 
tor’s supervision. 

Rely on your doctor to recommend 
proper exercise. Excess weight strains 
the heart and other organs—and too 
much or the wrong type of exercise 
may add more strain. 

Some physical activity is an aid in 
most cases, for it may help to use up 
food that might otherwise turn into 


fat. Only the doctor can determine the 
types of exercise that will be effective 
and safe in your reducing program. 

Even after reducing, people witha 
tendency toward overweight often put 
on extra pounds again. This can usu- 
ally be avoided by following a medi- 
cally supervised daily routine. 

For more facts about overweight, 
send for Metropolitan’s free booklet, 
“Overweight and Underweight.” For 
example, it contains tables of desir- 
able weights, suggested low-calorie 
menus and caloric values of nearly 
300 foods. 





COPYRIGHT 1950— METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) 
1 Mapison Avenve, New York 10, N.Y. 


This advertisement is one of a continuing series spon- 
sored by Metropolitan in the interest of our national 
health and welfare. It is appearing in two colors in maga- 
zines with a total circulation in excess of 34,000,000 in- 
cluding Collier’s, Time, Newsweek, Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic, Parents’, and Redbook. 
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A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Gilmore began his program with this company 32 years ago. 
Today he owns 7 Northwestern Mutual policies. 


HOW THE NORTHWESTERN MUTUAL AGENT 


PREPARES TO SOLVE YOUR PROBLEMS 


Y character, ability, and training, Northwestern 
Mutual agents are well qualified. Many—a 
greater proportion than in any other company—have 
won the designation: Chartered Life Underwriter. 
Why have such men chosen to represent North- 


western Mutual? This company has over 90 years’ 
experience. It is one of the six largest. It accepts 
applications only through its own agents. 

And so important are the advantages it offers, 
including low net cost, that nearly half the new 
policies issued go to present policyholders. 

For a review of your security program, call on a 
Northwestern Mutual agent. The Northwestern 
Mutual Life Insurance Company, Milwaukee, Wis. 
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A statement of interest to young 
men who wish to plan 
a secure future 
by DONALD S. GILMORE | 


President, The Upjohn Company 


“W' wouldn't think of asking a doctor to OTe 


scribe without telling him our symptom 
“Yet sometimes a man unthinkingly hand 
caps his security program by not revealing a 
the facts that he should. } 
“When a qualified life insurance represent 
tive asks about personal affairs and plans, W 
must realize he is not prying. 4 
‘He is a skilled counselor who needs infof 
mation in order to help us. What we tell hin 
will be treated as confidential. q 
“Every young man should understand this e 
lationship from the start—and choose his life ims 


surance agent with corresponding care.” 


Lhe 


NORTHWESTERN 


MUTUAL 


Life /asurance Company : 


APPEARING IN: TIME, MAY 8; SATURDAY EVENING POST, MAY 20 





